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A. E. Dufenhorst Co. 


542 VAN BUREN STREET « MILWAUKEE 


is one of the rapidly 
increasing number 
of dealers who have 


WD) OM (0) Yop (8). OD ¢ 


with the Auburn 
no-commitment franchise 














than with any other line 
of cars they have ever 
handled 
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——W SUPER HEATER 


Positively HEATS the Car with heated 
FRESH air under all conditions 


Real heating comfort—so regulated as to satisfy anyone. 
Whether the car is running at full speed—or the motor 
is idling and even when the radiator shutter is closed, 
the SUPER HEATER will circulate the heat with equal 
eficiency. The electric driven fan does it. No dead air 
or hot spots. Heats in less than one minute after motor 
starts, no fumes or odors. 


How the SUPER HEATER Operates 


Clean, fresh air is instantly drawn through a corru- 
gated steel stove clamped around the exhaust manifold 
(the hottest spot on the engine)—is heated to between 
150° and 200° F., and forced into the car. The motor 
driven fan runs on the battery and uses less current 
than a cowl light. 


SUPER HEATERS are _ remark- 
ably well standardized and easily 
installed. 





















Send for booklet D. 


Metal Stamping Co. 
. Established 1872 
Long Island City, New York 


The Practical, common sense SAVE! 

neg The frames and cores are made 
in separate units. Three sizes 
of cores will fit complete range 
of frames for all models. 


The upper half can be opened 
while the lower half is closed 
—full protection against freez- 
ing where freezing occurs first. 


i —— PRICES—$9.75—$14.50 
Can be regulated to suit a Send for Booklet M and our 
ee ee go really worth while Stock Sav- 
controlled from the dash. ing a 
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w= your customers start using 
anti-freeze—that’s when radiator 
hose gets the hardest usage of the year. 
In addition to the hot water and steam 
that soften the rubber lining of the 
hose, all the various anti-freeze mixtures 
now begin “eating” at this rubber lining, 
too. If the inside rubbertining breaks, 
the edges curl inward and obstruct the 
water circulation—a serious matter be- 
cause it means a frozen radiator and an 
overheated engine. That’s why it’s es- 
pecially important these next few 
months to protect your customers by 
giving them the hose with the tougher 
rubber lining—the Gates Vulco. 
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4 at to chip the tough rubber 
lining of Gates Vulco Hose 
with your thumb nail—then make 
this same test with any other hose. 
You will notice quite a difference. 
It is this inside lining, you know, 
that has to stand the attacks of 
hot water and steam and anti- 
freeze mixtures. That’s why the 
tougher rubber lining of Gates 
Vulco Hose is so important. 


“Manufactured by the World’s Largest Makers of Fan Belt’ 
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In 1909... 


WHEN EVERY CAR WORE A PLUME OF DUST AND EVERY MOTORIST DRESSED FOR A RIDE AS THOUGH 
FOR A SANDSTORM, THAT WAS INDEED A TIME FOR EVERY MAN TO COME TO THE AID OF THE PARTY. 
SO IN 19099 THE GOVERNMENT RECOGNIZED THAT SOMEHOW OR OTHER THE DUST MUST B22 LAID. 


HANKS to the Government and other agencies, we 
{ro have smooth, hard, dustless roads. And thanks 
to Budd-Michelin Wheels, that other dust and dirt 
hazard, tire-shifting, has lost its deadly sting. 


Tire and wheel shift together. For rim and wheel are 
one. So it’s a clean, quick job to take off the wheel that 
has the flat and put on the spare Budd-Michelin. And 
the tire goes on true, safe from the wobbling that eats 
away precious miles. 


These wheels of cold-rolled steel are safer wheels, too. 
Yn a skid or crash, there’s no danger of the car turning 
over due to wheel failure. For Budd-Michelins cannot 





BUDD 


WHEEL COMPANY, DETROIT 


shatter or collapse. Nothing more serious than a dent or 
perhaps a bend can happen to a Budd-Michelin, no 
matter how hard it’s hit. Then the fifth wheel takes the 
place of the injured one, which can be fixed up like new 
for $3 or so. A lot cheaper than being towed to a garage 
and buying a new wheel! 


Add to these practical qualities the beauty of smooth, 
eracefully curved discs that are the easiest of wheels 
to clean and give a deft touch of smartness to the car 


of today. 
And then you know why “Budd-Michelin equipped” 


is such a big selling point in today’s competitive market. 





Also makers of the Budd Interchangeable Wire Wheel and Budd Dual Wheel 
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Test Kodaloid Yourself 
—and Then Order 


Trim shops throughout the country are 
looking forward in anticipation to a 
large business in the coming months. 
Side curtains with the windows intact 
are a necessity during the cold winter 
months. 

If you have not already used Koda- 
loid (genuine Eastman Transparent 
Sheeting) send for a sample and test it 
yourself. Bend it over then back and re- 
peat this until it breaks, stitch through 
it, notice its unrivaled transparency and 
high natural gloss. 

Do anything you like that you think 
is a fair test for sheeting material. Then 
do the same exactly with any other ma- 
terial that you know of. 

It is tests like these that have brought 
to the name Kodaloid a prestige which 
is enjoyed from coast to coast in all 
trim shops doing the better business. 
And Kodaloid costs you no more than 
materials which will not stand up in 
such comparative tests. Send in the cou- 
pon below. 


Eastman Kodak Company 
Chemical Sales Department Rochester, N. Y. 


Eastman Kodak Company 
355 State Street 
Rochester, N. Y. 


Gentlemen: 


Please send us one sample of Kodaloid for testing. 
Our jobber’s name is . 


Address ______ ____. 
Our name is __________.. 


Address 
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Simply slip one end of the 
“Snap-In” into the ie hole 
through Divider and shelf. 


' Snap -Ins 


““Snap-Ins” are spring steel divider fasteners. 
They are adjustable by hand. They make it easy to 
change the sizes of bin openings to meet changing 
stocks. ‘‘Snap-Ins” fit the shelf and divider holes 
snugly. They hold the dividers rigidly in place. 

Any unit or system will be supplied with di- 


2 


viders assembled with “‘Snap-Ins’—at no extra 


charge—if you specify 
‘“Snap-Ins” when you 
order. 

No matter what car 
you sell, a Lyon System 
will cut your cost of 
doing business. It will 
hold more parts on less 


SA 
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Then bend the front end 
down, slip it into the front 
hole—and let go. 














The Divider is now securely 
held. The ‘'Snap-In” lies flat 
on shelf. 
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99 for Shelf dividers make LYON Steel 
Shelving the Easiest and Quickest to adjust 


floor space, save time and make stock keeping 
easier. And ‘“‘Snap-Ins” make Lyon Systems more 
easily adjusted to changing conditions. 

Your automotive jobber can give you all in- 
formation. Write us, too, for latest bulletin which 
illustrates the money- time- and labor-saving 
storage and display equipment made for you. 


LYON 
METAL PRODUCTS, 
INCORPORATED 


AURORA, ILLINOIS 


Successor to: 
DURAND STEEL LOCKER CO. 
Chicago Heights, Il. 


LYON METALLIC MFG. CO. 
Aurora, Ill. 


This four unit DODGE SYSTEM will hold a 
$1000 to $2000 stock of parts— enough for 100 cars. 


EL STORAGE 
EQUIPMENT 


Steel Shelving . . « Lockers... eee Tae a and Steel Furniture. The Lyou 
ee SIO’ = uCTS 




















Cabinets .. . Counters... Steel- name and trade mark attest the 
art Folding Tables and Chairs. strength, finish, usefulness and 
General Steel Storage Equipment ~durability of Lyon Steel Products 
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THE 


STUDEBA 


franchise 


A One-Car Investment 
Paying Four-Car 
Dividends 





ITH only the capital neces- 
sary to finance a one-car 
franchise, you can collect four-car 
dividends — under Studebaker’s 
“unique franchise for small towns 
and villages. 


A little capital will set you up with 
four great lines of motor cars—a car 
for every purse and purpose! 


Grow and Prosper 


with Studebaker 


Succeed, with America’s friendliest 
factory to help you! Studebaker offers 
you measures of sales, service and 
budget assistance which are unique. 


With Studebaker’s four great lines— 
The President Eight, The Commander, 
The Dictator, The Erskine Six — no 


f* 











New Contract for Towns and Villages 


Studebaker offers an unusually attractive franchise ccntract for 
small towns and villages. Hardly any capital is needed. You 
need merely maintain an Erskine Six demonstrator to sell the 
whole line—4 great passenger cars in 4 price classes as well as 
commercial cars! Write TODAY for the confidential facts— 
if you are now selling cars state what make. 


prospect need walk out of your show- 


room unsold! 


Why Confine Yourself ? 


Why merely skim the market, when 
Studebaker gives you four great lines 
of cars at a one-car investment? The 
President Eight, at $1685, less than 
a year old, has outsold every other 
eight in the world! The Erskine Six, 
at $835, finest, fastest car under 
$1000. And between them you have 
the famous Commander at $1495 and 
the fast-selling Dictator at $1185. 


Start now to reap four-car dividends 
with a one-car investment! Find out 
about Studebaker’s new franchise. 
Write or wire today! Address Depart- 
ment 51, The Studebaker Corporation 
of America, South Bend, Ind. 
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half way Across the (Continent 
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ct An Advertisement for Bell Long Distance Telephone Service 


Next to how much may be accomplished by long dis- 
tance telephone calls, and the speed with which 
they are now being put through, the most surprising 
thing about them is: How little the calls cost. 

Picture a man in Smith Center, Kansas, geographi- 
cal center of the United States. Under the new station 
to station day rates he can now “‘travel’’ to the At- 
lantic or the Pacific coasts and return for $5. From 
Chicago one can go to New York and back for $3.25. 
To Los Angeles and return for $6.25. To Dallas and 
return for $3.25. All the way to London and back 
for $48. 

Every long distance call is a round-trip jour- 
ney. In a long distance call a man not only 
speaks what is in his mind but gets the answer. 





From his office in any city, a man whose time is val- 
uable can speed from one concern and market to 
another, regardless of distance, in a few minutes 
and at small expense. 

A Nashville lumber company relies on long dis- 
tance calls for collecting slow accounts. 

A Portland, Oregon, fruit company figures its 
sales overhead, where the telephone is used, at 2%. 
Where personal solicitation only is used, 7%. 

A Chicago miller, by a telephone call to Philadel- 
phia, costing $3.10, sold 60 carloads of flour for more 
than $100,000. 

Why not let Long Distance help your busi- 
ness? What distant places could you profitably 
reach by telephone, now?. . . Number, please? 
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The only way to re-NEW a chassis is to replace a Timken with a Timken 
every time. The Timken name on cup and on roller assembly makes it easy 
to identify genuine Timken Bearings. @ The network of Timken Authorized 
Distributors co-operating with Direct Factory Branches makes it easy to get 
the right Timken Tapered Roller Bearings promptly. {The positive assur- 
ance that Timken-fitted jobs will be right makes it easier to hold business and 
build a reputation as sound as that of Timken Tapered Roller Bearings! 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


Tapered 
Roller 
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Mcllroy Elected 
N.S.P.A. President 


R. A. Kiken, Chicago Parts 
Wholesaler, Made Vice- 
President 


OTHER OFFICERS 


CLEVELAND, Nov. 5—W. E. Mc- 
Ilroy of SKF Industries, is the new 
president of the National Standard 
Parts Association, and R. A. Kiken, 
Chicago parts wholesaler, is vice-presi- 
dent. Mr. McIlroy served as vice-presi- 
dent last year and has been active in 
the N.S.P.A. since its inception. Mr. 
Kiken has been on the Board of Direc- 
tors and an ardent worker. 

Other officials elected at the Cleve- 
land convention include the following 
directors: John P. Muller, Whee! & 
Rim Co., Fort Worth, Tex.; W. G. Han- 
cock, McCord Radiator & Manufactur- 
ing Co., Detroit; D. H. Goldman, K. & G. 
Sales Co., Baltimore; C. S. Livingston, 
Vellumoid Mfg. Co., Worcester, Mass.; 
Charles A. Marian, H. & H. Machine 
& Motive Parts Co., St. Louis; S. S. 
Dupress, Jr., Almetal Universal Joint 
Co., Cleveland. The following directors 
hold over: T.S. Grape, Bearings Sales 
Co., Washington; C. M. Burgess, 
Burgess - Norton Manufacturing Co., 
Geneva, Ill.; T. L. McGonagle, Gear & 
Parts Co., Denver, Colo.; O. X. Buehler, 
Tool & Manufacturing Co., Indianap- 
olis, Ind.; E. A. Henderson, Henderson 
Bros., Sacramento, Cal.; F. S. Durham, 
Bonney Forge & Tool Works, Allen- 
town, Pa. 

An additional appropriation of $10,- 
000 has been made by the National 
Standard Parts Association for the ex- 
tension of the trade advertising cam- 
paign of that association in 1929. 











Shop Association Starts 


KANSAS CITY, Nov. 6—A Service 
Shop Division with 55 service man- 
agers as charter members, has been or- 
ganized by the Kansas City Motor Car 
Dealers’ Association. George A. Bond, 
secretary of the association, leads the 
movement. 





Jobber Expands Force 

SPRINGFIELD, MASS., Nov. 3— 
Riel Hardware & Mill Supply Co., 
Rusco distributor in Springfield, Mass., 
has increased its sales force and is 
covering more territory in northern 
Massachusetts, southern New Hamp- 
Shire and southern Vermont. 








Another Argument 
In Favor of Road 
Test for Drivers 
POLICE car went tearing 
at racing speed down 
through the traffic. 

It was an emergency call. A . 
man, driving a car in the 
crowded traffic, had just had 
an epileptic fit. His car, run- 
ning amuck, had leaped the 
curb and the sidewalk was 
strewn with injured and dying. 

As the police car passed 

_ Second street, another car 
came rushing down the hill 
and crashed into the _ police 
car. More injured and dying. 

The car that hit the police 
car was driven by a man who 
was deaf and dumb and blind 
in one eye. He couldn’t have 
heard a battle, much less a 
siren. 

This is an actual case from 
the police records of Los An- 
geles. 











Studebaker Heads Talk 


ALTOONA, PA., Nov. 6—At a din- 
ner meeting of employees and dealers 
of the National Motor Car Co., Blair 
county distributor of Studebaker auto- 
mobiles, talks were given by -A. E. 
Richmond, general manager of the 
Studebaker Corp. of America, and C. 
Parrock, Studebaker factory represen- 
tative. 

A. S. Ebersole, proprietor of the Na- 
tional Motor Car Co., was host at the 
function and = announced _ several 
changes in his executive staff. E. J. 
King was introduced as the new sales 
and service manager and Fred Thomp- 
son as the new used cra manager. 


Thinker Motor Co. Moves 


MILWAUKEE, Nov. 3—The Thinker 
Motor Co., Milwaukee, distributor of 
the Pierce-Arrow, has moved into its 
new home at Oakland and North Ave- 
nues, erected and equipped at a cost 
of over $100,000. H. O. Chapman, for 
thirteen years with Packard and Lin- 
coln at Dubuque, Ia., has joined the 
Thinker company as sales manager. 








Auburn Business Gains 


CHICAGO, Nov. 6—Auburn Auto- 
mobile Co. reports the largest October 
business in its history with shipments 
totaling 1306 cars made up principally 
of phaetons and cabriolets, models the 
company has not been able to supply in 
sufficient quantity to fill its orders. 


A. P.Sloan Predicts 


$16 on Common 


G.M. Head Says Export Corp. 
Will Do $10,000,000 


Business 


HINTS SURPRISE 


NEW YORK, Nov. 5—General Mo- 
tors Corp. will earn $16 a share on 
common stock this year, thus establish- 
ing a new record, in the opinion of Al- 
fred P. Sloan, Jr., president, who ar- 
rived today on the Olympic after a five 
weeks’ trip in Europe. 

Although Mr. Sloan refused to com- 
mit himself, he indicated that stock- 
holders would receive something in the 
nature of a pleasant surprise at the 
next directors’ meeting, to be held 
Thursday. 

The European motor industry is ad- 
vancing at a rapid pace but American 
cars practically dominate this market, 
he pointed out. General Motors Ex- 
port Corp. will do business in excess of 
$10,000,000 this year, and 1929 will be 
even greater, he believes. 








Hudson Busy Changing Over 


SPOKANE, WASH., Nov. 3—The 
Hudson Motor Car Co. is opening dis- 
trict offices in Spokane, Portland and 
Great Falls under the Seattle zone 
offices, C. M. Braum, zone sales mana- 
ger, announces. R. E. Hill has been 
sent from Seattle to take charge of the 
Spokane district as district sales man- 
ager. 

The northwest district is rapidly be- 
ing converted into direct dealer terri- 
tory, Mr. Braum said. This is the larg- 
est single block of territory taken over 
at one time in the transition from dis- 
tributor to direct dealer policy by the 
company and comprises the states of 
Washington, Oregon, Idaho and Mon- 
tana. About half of the U. S. is now 
under direct dealer operation, Mr. 
Braum said. 





Association Elects 


CEDAR RAPIDS, IOWA, Nov. 6— 
W. W. Spears, Des Moines, was elect- 
ed president of the Iowa Automotive 
Merchants Association at the 10th an- 
nual convention of the organization 
here this week, succeeding C. A. Bow- 
ers, Council Bluffs, who has been head 
of the association the last two years. 
L. M. Millsap, of this city, was chosen 
vice-president; Ryal Miller, Sioux City, 
was named treasurer. 
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Holiday Declared 
to Honor Grahams 


Mayor of Evansville Makes 
November 20 “Gra- 
ham Day” 


EVANSVILLE, IND., Nov. 3—Her- 


bert Males, mayor, has officially pro- 


claimed Tuesday, Nov. 20, a holiday for 
a great civic celebration in honor of the 
three Graham brothers, heads of the 
Graham-Paige Motors Corp., in recog- 
nition of their contributions to Evans- 
ville’s prosperity. Factories, business 
houses and schools will be closed to 
enable Evansville’s 95,000 inhabitants 
to express their appreciation of what 
the three Grahams have done to pro- 
mote the industrial importance of the 
city. 

The holiday has been officially desig- 
nated “Graham Day.” The reasons for 
the celebration, unique in the history of 
American municipalities and of Amer- 
ican industry, are summed up in an edi- 
torial in the Evansville Courier as fol- 
lows: 

“We owe the Grahams a great deal. 
Everyone knows that after building up 
a truck plant here that compelled world- 
wide recognition in the automotive field, 
the Grahams came back to Evansville 
for a factory site after they had em- 
barked on an entirely new venture at 
Detroit. They came back because they 
liked Evansville, and because they be- 
lieved in Evansville.” 

The new Graham-Paige body plant 








Has Own Company 














Lee Anderson 


Mr. Anderson, for ten years 
associated with MacManus Inc., 
advertising counsel for Chrysler, 
Plymouth and De Soto, has or- 
ganized a new company to be 
known as Advertisers, Inc., which 
will take over the advertising for 
Dodge Brothers cars and Graham 
trucks, January 1 











will be finished by Nov. 20, and will be 
opened for inspection during the morn- 
ing. In the afternoon there will be a 
civic parade of seventy-five floats de- 
picting the history and growth of 
Evansville, and a great public meeting 
in the Coliseum. A banquet will be 
given by the Manufacturers Club in the 
evening, with the three Graham broth- 
ers as guests of honor, and a public 
ball in the Coliseum will follow. 


Motor Ade 


Radcliffe With 
Gardner Abroad 


Made European Sales Mana- 
ger With Temporary 
Office in Berlin 


ST. LOUIS, Nov. 3—T. F. Fowler, 
director of exports of the Gardner Mo- 
tor Co., Inc., announced today that 
Charles C. Radcliffe, one of the best 
known automobile export men in the in- 
dustry, has become connected with the 
Gardner company, in the capacity of 
Continental European sales manager. 

Mr. Radcliffe, an Australian by birth, 
has resided in the United States for a 
number of years, during which time he 
has made an exhaustive study of both 
the manufacture and sale of automo- 
biles, particularly in connection with 
the export end of the business. He also 
has had twelve years’ overseas automo- 
bile experience, having represented at 
various times four of the largest Ameri- 
can producers of automobiles. More 
recently he was export sales manager 
for an American manufacturer. 

Mr. Radcliffe, with Mrs. Radcliffe, 
recently sailed for Berlin on _ the 
“George Washington,” of the United 
States Lines. On this ship with him 
was his own personal car, a new Gard- 
ner series “125” Sedan, which he will 
use as a demonstrator in an intensive 
survey of several European countries. 
Later his activities will embrace Nor- 
way, Sweden, Denmark, Belgium, Spain, 
Italy and other European countries. 
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SHOWS 
Albany, N. Y., State Armory, 
Jan. 19-26. 
*Atlanta, Ga., 
Armory, Jan. 14-19. 
Baltimore, 5th Regiment Ar- 
mory, Jan. 19-26. 
Boston, Mechanics Bidg., 


March 2-9. 
N. Y., 174th Regi- 


Auditorium 


*Buffalo, 
ment Armory, Jan. 12-19. 


*Chicago, National, Coliseum, 
Jan. 26-Feb. 2. 
<< Music Hall, Jan. 


Cleveland, Public Auditorium, 
Jan. 26-Feb. 2. 

Columbus, Ohio, Columbus 
Auditorium, Jan. 18-26 

Denver, Colo., Auditorium, 
Feb. 11-16. 

Des Moines, lowa, Coliseum, 
Feb. 1 

Detro i t, Convention Hall, 
Jan. 19-26. 

*Hartford, Conn., State Ar- 

y> Mo. °9 

Royal Bidg., Feb. 9-16. 

Los Angeles, Washington 
Park, March 2-10. 


American 





agree, Ky., Armory, Jan. 


Milwaukee, Wis., Auditorium, 
Jan. 12-19. 

Nashville, Tenn., Hippodrome, 
January.. 

Newark, N. J., Jan. 12-19. 

*New York, National, Grand 
Central Palace, Jan. 5-12 

Peoria, Ill., Feb. 5-9. 

Philadelphia, Commercial 
Museum, Jan. 12-19 

* ie Can., Drill Hall, Mar. 


Rochester, N. Y., Edgerton 
Park, Jan. 21-26. 
Saginaw, Mich., Auditorium, 


Feb. 27-Mar. 2 

Salon, Automobile Salon, Inc., 
Hotel Drake, Chicago, Jan. 26- 
Feb. 2. 

Salon, Automobile Salon, Inc., 
Hotel Biltmore, Los Angeles, 
Feb. 9-16 

Salon, Automobile Salon, Inc., 
Hotel Commodore, New York, 
Dec. 2-8. 

Salon, Automobile Salon, Inc., 
Palace Hotel, San Francisco, 
Feb. 23-March 2. 


November 1/—Production and Factory Equipment Issue— 


Automotive Industries 


San Francisco, Civic Audi- 
torium, Jan. 26-Feb. 2. 
Seattle, Feb. 2-10. : 
Springfield, Mass., Municipal 
Auditorium, Feb. 25-March 2. 
St. Louis, City Market Bidg., 
Feb. 4-9, 
Syracuse, Feb. 4-9. 
Ottawa, Canada, Feb. 4-9. 
*Washington, D. C., Washing- 
ton Auditorium, Jan. 26-Feb. 2. 
Providence, R. 1., Cranston 
St. Armory, Feb. 13-16. 


CONVENTIONS ’ 


American Society of Mechani- 
cal Engineers Annual Meeting, 
N. YY. C., Dec. 3-7. 

National Automobile Dealers 
Association, Palmer House, Chi- 
cago, tll., Jan. 28-29. 

National Tire Dealers Associa- 
tion, Boston, Mass., Nov. 19-22. 

S.A.E. 

Detroit, Book-Cadillac, 

—_ Bn nem Jan. 15-18. 
York, Annual Dinner, 
Hotel Waldorf-Astoria, Jan. 10. 


~ *Wwill have special shop equip- 
ment exhibit. 


An- 
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ner of the Gardner Salon de Luxe held recently in the magnificent palm room of the Hotel 
Chase, St. Louis, during the regional sales managers’ conference 























Gear Company Builds 


INDIANAPOLIS, Nov. 5—Continued 
demand for its drive and pinion gears 
and flywheel gears has made necessary 
the enlargement of the main plant of 
the Automotive Gear Works, Inc., of 
Richmond, Indiana, and also the erec- 
tion of a new raw material warehouse. 

Construction work is already in prog- 
ress on the addition to the present 
main building which will add about 
50 per cent to the present floor space. 
A further increase in manufacturing 
facilities will be made possible by the 
removal of all raw material to the 
warehouse, all of which was formerly 
handled in the main factory building. 





Airport at Honesdale, Pa. 


DETROIT, Nov. 2—A new airport 
at Honesdale, Pa., on the New York- 
Buffalo air route, is to be known as 
the Matter Airport, and will be operat- 
ed by Paul C. Matter, Studebaker- 
Erskine dealer in Honesdale. The field 
is five miles from Honesdale on U. S. 
Highway 106 and comprises more than 
80 acres. It has been inspected by 
Federal officials and will be listed as an 
approved airport on its completion next 
spring. 


Cars Controlled by Radio 


DETROIT, Nov. 3—Radio waves 
were utilized in Chicago recently to 
control the entire power operations of 
a street car and a number of new 
Chrysler-built De Soto Sixes. 

These experiments, which attracted 


the attention of thousands of Chicago- 
ans, were made by Maurice J. Francill, 
noted radio engineer and inventor. Us- 
ing four stock model De Soto Sixes 
at the same time, Francill performed 
virtually every operation of the auto- 
mobiles that chauffeurs could have ac- 
complished if behind the wheels. Yet 
at no time was any human in the cars 
nor did Francill touch them with his 
hands during the exhibitions. 


Wettstone Advanced 


CHICAGO, Nov. 5—Announcement 
is made by the Packard factory of the 
appointment of Karl C. Wettstone as 
general manager of their Chicago 
branch. Mr. Wettstone has been with 
Packard for 11 years, having started 
in the automobile business in 1910 as 
a small town dealer, and joined the 
Packard ranks in 1917 as a truck sales- 
man for the Packard branch in Rock- 
ford, Ill. He has been wholesale man- 
ager of the Packard Motor Car Co. of 
Chicago until this last promotion. 


Graham-Paige Net Profit 


NEW YORK, Nov. 5—Graham- 
Paige Motors Corp. and _ subsidiaries 
report net profit for the nine months 
ended Sept. 30, after all charges, as 
$2,493,478. This is equivalent after 
preferred dividend requirements’ to 
$1.58 a share on common stock. In 
the corresponding period last year the 
predecessor company, Paige-Detroit 
Motor Car Co., reported net loss of 
$1,796,104. 





Stewart-Warner Profits 


NEW YORK, Nov. 6—Stewart- 
Warner Speedometer Corp. and sub- 
sidiaries report net profit for the nine 
months ended Sept. 30 after all charges 
of $5,476,974. This is equivalent to 
$9.13 a share and compares with $4,- 
198,633, or $6.90 a share, for the cor- 
responding period of last year. Net 
profit for the quarter ended Sept. 30 
was $1,863,640, or $3.10 a share, as 
compared with $1,627,707, or $2.71 a 
share, for the corresponding quarter in 
1927. Regular quarterly dividend of 
$1.50 payable Nov. 15 to stockholders 
of record Nov. 5 has been declared. 





Studebaker Earnings 


NEW YORK, Nov. 3—Studebaker 
Corp. reports net profit for the quarter 
ended Sept. 30 after all charges as 
equivalent to $2.14 a share on common 
stock and compares with $3,155,209, or 
$1.61 a share, for the corresponding 
quarter of last year. Net profits for 
the first nine months of the current 
year were $12,730,732, equivalent after 
preferred dividends to $6.58 a share 
on common stock. This compares with 
$11,627,592, or $5.99 a share, for the 
corresponding period last year. 





Distributor Goes Out 


BOSTON, Nov. 2—Scott Motors, Inc., 
distributor for the Moon in the New 
England territory, has closed out the 
contract and Mr. Woodruff, its presi- 
dent, intends to enter some other line 
of business. 
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South American 
Races Possible 


Wealthy South Americans 
Offer to Finance Trip 
and Races 





BOSTON, Nov. 38—An invasion of 
South America by eight of the well- 
known racing drivers may take place 
this winter. Earl Devore outlined the 
plan while visiting the Boston Automo- 
bile Club. He stated that some wealthy 
South Americans had agreed to finance 
the trip for a series of races there, and 
if the plan works out all right there 
will be a big speedway erected in one 
or more of the larger cities in Argen- 
tina and Brazil. 

Drivers who have accepted the offer 
to go there are Devore, Cliff Bergere, 
Louis Moore, Bob McDonogh, Norman 
Ratten, Ralph De Palma, Billy Arnold 
and Ralph Hepburn. They plan to 
leave New York in a few weeks and 
will stay in South America until spring. 





G M Export Movements 

NEW YORK, Nov. 3—W. D. Sulli- 
van, managing director of General 
Motors Export Co., arrived in New York 
Oct. 29. Mr. Sullivan has completed a 
six weeks’ tour of Cuba, Mexico, Ja- 
maica and the Caribbean territory. 

A. Lincoln Cooper, color advisor for 
General Motors Export Co., returned 
to New York on §S. S. Berengaria Oct. 
26. Mr. Cooper has been abroad for 
the Paris salon and the Olympia motor 
show in London. 

Frank B. Appelbee, manager of the 
North African branch of General 
Motors (France), in Casablanca, Mo- 
rocco, arrived in New York Oct. 26 
on 8S. 8S. Berengaria. Mr. Appelbee re- 
turns to the home office for a holiday 
and new assignment. 

V. A. Davison, formerly managing 
director of General Motors Java, arrived 
in New York Oct. 31 on S. S. Paris 
for a visit to the home office and vaca- 
tion. Mr. Davison is accompanied by 
his family. 

H. K. Sponder and family sailed for 
Germany Nov. 3 on S. S. Cleveland. 
Mr. Sponder has been assigned to 
General Motors G.m.b.H. Berlin, as 
commercial body jig svecialist. 





Auburn Adds Distributors 


AUBURN, IND., Nov. 5—Seven new 
distributors were announced today by 
the Auburn Automobile Co. They are: 
The Schliesmarz-Auburn Motor Co., 
Sioux City, Ia.; Knight-Overland dis- 
tributors, El Paso, Texas; Auburn- 
Corrigan Motor Co., Wichita, Kan.; 
Crane-Auburn Co., Amarillo, Texas; 
Southern Oregon Sales and Service, 
Ashland, Ore.; Scheppele Motor Co., 
Dubuque, Ia.; and the Culver Motors, 
Rochester, N. Y. 

Thirty-four new dealers were also 
added during the past week. 








| Coast Sales Mgr. 











George R. Morris 


Pacific Coast sales manager was 
the principal speaker at the sales 
conference of approximately 150 
Durant dealers from Oregon and 


southwestern Washington. He 

introduced to the dealers the lat- 

est creations from the Durant 
factory 











Boone Heads Stutz Branch 


CHICAGO, Nov. 3—The Stutz Motor 
Car Co. announces that W. J. Boone, 
one of the most favorably known auto- 
mobile men in Chicago, has been elected 
president of the Stutz Chicago Factory 
Branch, Inc., 2500 South Michigan 
Avenue, succeeding F. D. Cerf, re- 
signed. Mr. Boone has assumed his 
new office and is now in charge of 
Stutz activities in the Chicago territory. 

Mr. Boone, probably better known 
as Dan Boone, has been a prominent 
figure in Chicago automobile circles for 
almost a quarter of a century. For 18 
years he was manager of the Chicago 
office of the Root & Vandervoort Engi- 
neering Co., makers of the R. & V. 
Knight motor cars. 





Elevated Road Approved 

NEW YORK, Nov. 3—Final ap- 
proval of the proposed elevated express 
highway skirting the Hudson River 
waterfront of Manhattan from Canal 
Street to 72nd street was given this 
week by the Board of Estimate. It is 
expected that this construction, to- 
gether with the new marginal way re- 
quired beneath it giving access to the 
pierheads, will cost about $13,500,000. 





Duesenberg at Capacity 

INDIANAPOLIS, Nov. 5—Duesen- 
berg, Inc., subsidiary of the Auburn 
Automobile Co., has on hand orders 
sufficient to keep its plant at Indianap- 
olis in full operation until April 1, 
1929. Company has just placed orders 
with several coach builders amounting 
to $80,000 for automobile bodies to be 
exhibited on Duesenberg chassis at 
New York and Chicago salons. 


Motor Age 


Oldsmobile Passes 


Last Year’s Figures 


Ten bicutie’ . Desduction 1S 
53 Per Cent Above 
1927 ‘Total 


DETROIT, Nov. 3—With but i0 
months of 1928 elapsed, 53 per cent 
more Oldsmobiles have been shipped 
from the factory than during the en- 
tire 12 months of 1927, factory officials 
announce. This high record is doubly 
significant in view of the fact that Olds- 
mobile has been making consistent in- 
creases for the past three years and 
1927 was the company’s best year. 

From January 1 to the end of Octo- 
ber, this year, more than 83,000 Olds- 
mobiles have been shipped to dealers. 
the official report continues. The Octo- 
ber shipments totaled nearly 7000 cars. 

Retail sales are reported to show 
equally great increases. The latest fig- 
ures for retail sales compiled are for 
the first nine months of the year, during 
which time the domestic sales were 56 
per cent greater than during the same 
nine months in 1927. 

Although several new buildings were 
erected a year ago to give additional 
facilities for increased production, the 
demand for the new Oldsmobiles from 
the time they were first exhibited at 
the national automobile shows has been 
greater than the manufacturing capac- 
ity of the factories. 

This condition has been remedied, 
factory executives report. For several 
months workmen have been busy pour- 
ing concrete and erecting steel for addi- 
tional factory buildings. At this time 
the additions to the new heat treat 
plant and the enameling building are 
completed. All the steel work, the. 
flooring and part of the walls of the 
new tool design building which will 
contain 124,800 square feet of floor 
area, are completed and it is expected 
that this building will be finished in a 
short time. Fast progress is being 
made on the addition to the sheet metal 
plant, also. 








Brown-Lipe Clutch Plates 


The Brown-Lipe Gear Co., Syracuse, 
has announced a complete line of re- 
placement clutch plates, of both lined 
and unlined types, covering the major- 
ity of all makes of cars and trucks. 
This line includes plates for B.L. 
clutches, which are standard equip- 
ment on a large percentage of the 
trucks in operation and those now be- 
ing built; and plates for twenty-five 
different makes of passenger cars, ap- 
proximately 100 different models. 

Sales of this line of clutch plates to 
the parts wholesalers, domestic and ex- 
port, will be handled exclusively by the 
Burgess-Norton-Dall Corp., a _ sub- 
sidiary of the Burgess-Norton Manu- 
facturing Co. and Dall Motor Parts 
Co. 
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Free Taxi Service 


The Webb-North Motor Co., Fort Worth, Texas, Buick dea'ers, run a private taxi service—free, of course—for owners 

who leave their car for servicing. The taxi takes Buick ow.1crs where they want to go—and brings them back. For 

identification purposes, the accommodation vehicle is labeled “Courtesy Car.” The sign is invaluable when the car is 
sent to meet an owner downtown, where parking may be impossible 








Wathen Joins Fulton-Conway 


LOUISVILLE, KY., Nov. 3—In con- 
nection with the announcement some 
weeks ago of p:ans for liquidating the 
Louisville Auto Supply Co., jobbers, of 
Louisville, the Wathen interests ma- 
terially reduced stocks, and then sold 
the residue, along with the company 
name to Fulton Conway & Co., Louis- 
ville, a concern which has been in busi- 
ness here for about seventy years. 

Al Wathen, one of the owners of the 
Louisville Auto Supply Co., has gone 
with Fulton Conway & Co., for the 
present, along with three of the com- 
pany salesmen, including Alvah Terry, 
J. E. Grieshaber and Phelps Miller. 

The Louisville Auto Supply Co. was 
formed eighteen years ago and was 
the first exclusive auto supply jobbing 
house in the South. 





H. J. Banta Retires 

LOS ANGELES, Nov. 5—H. J. Ban- 
ta, founder and head of the Banta Co., 
general jobbers of Los Angeles, and 
one of the most widely known Auto- 
motive Equipment Association jobbers 
in the country, has been forced to re- 
tire from active business owing to ill 
health, His health has been failing 
for the past year and his condition 
reached a point where it was impera- 
live he withdraw from all active parti- 
cipation, although he will serve in the 
office of chairman of the board. Clare 
W. Banta, vice-president of the Bank of 
America, of New York, and a nephew 


of H. J. Banta, has been appointed 
president of the firm. Ray B. Law- 
rence, who has been with The Banta 
Company for 17 years, has been made 
vice-president and general manager 
and will be in direct executive charge. 





Distribute Graham-Paige 

ALTOONA, PA., Nov. 5—A new 
company for the distribution of Gra- 
ham-Paige automobiles in Altoona and 
central Pennsylvania counties has been 
formed, with Altoona as headquarters, 
to be known as Milikan Motors, Inc. 
It is capitalized at $100,000 and the 
territory comprises sixteen counties. 

M. M. Millikan, who has been con- 
nected with Penn Motors, Inc., local 
Chrysler distributors, is the leading 
spirit in the formation of the new 
company. He has been the assistant 
general manager of Penn Motors and 
in the new organization he will be vice- 
president and general manager. 

Mr. Millikan has had an extensive 
experience in the automobile industry. 
For a period of four years prior to his 
identification with Penn Motors he was 
connected with Chrysler Sales Corpora- 
tion and prior to that for five years 
he was with Dodge Brothers. 





Fishers Donate $100,000 
DETROIT, Nov. 2—One of the larg- 
est contributions to the Republican 
campaign committee was made when 
Fred, Charles, William, Lawrence, Ed- 
ward and Alfred Fisher gave $100,000 
tc be credited to the Michigan quota. 


Ring Maker Expands 


DETROIT, Nov. 6—Contracts are 
being let for a new building which 
will nearly double the size of the Mus- 
kegon Piston Ring Co. at Muskegon, 
Mich. The addition, one-story high and 
80 by 160 ft., will be built adjacent 
to the present plant. Business of the 
company has shown a_ remarkable 
growth during the past year with the 
result that the capital structure has 
been increased. The company has sign- 
ed a contract with one of the leading 
automobile manufacturers for the pro- 
duction of service piston rings until 
July 1, 1929. Another leading auto- 
mobile manufacturer, who plans a sub- 
stantial increase in production, has 


placed orders for additional piston 
rings. 





John H. Hiscock Dies 

PHILADELPHIA, Nov. 2—John H. 
Hiscock, prominent in the advertising 
agency business for more than fifteen 
years, died in Philadelphia on Oct. 29, 
1928, after an illness which lasted for 
seven weeks. 

From 1915 Mr. Hiscock has been 
associated with The Eugene McGuckin 
Co., a Philadelphia advertising agency, 
until recently, when he joined the or- 
ganization of Geare, Marston & Pill- 
ing, Inc. Most of Mr. Hiscock’s ad- 
vertising activities have been in con- 
nection with automotive accounts. He 
has been responsible for many out- 
standing successes in automobile and 
accessory merchandising. 
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Chicago Club Plans 


Accessories Bazaar 


Offers Members Opportunity 
to Compare Competi- 
tive Products 


CHICAGO, ILL., Nov. 5—Constant 
inquiry on the part of the more than 
seventy-five thousand members of the 
Chicago Motor Club concerning the 
merits of various automotive accesso- 
ries has brought that organization to the 
conclusion that the only satisfactory 
method of serving its membership in 
this particular is to install a perma- 
nent automotive exhibition on one of 
the floors of its new downtown home. 


Many Request Information 

“Every day,” says H. M. Brown, gen- 
eral manager of the club, “we receive 
calls from members asking our opinion 
of various accessories. We generally 
refer these calls to the manufacturer 
or his agents, but this is not rendering 
the kind of service we should like to 
provide for our membership. A man 
interested in heaters, bumpers or spot 
lights likes to look at several makes. 
When he is referred to several manu- 
facturers, he frequently feels that he 
must make his purchase in the first 
store visited. If he has an opportunity 
to look around, he might find something 
better suited to his needs. This condi- 
tion has prompted us to devote an en- 
tire floor in our new building to a per- 
manent exhibition of automotive acces- 
sories. 

Salesmen Not Permitted 

“Although sales will be made, be- 
cause of this exhibit, nevertheless our 
thought in conducting it is to serve our 
membership rather than to promote the 
sales of any manufacturer. No sales- 
men representing a manufacturer will 
be permitted on the floor, consequently 
a motorist may inspect the devices ex- 
hibited without fear of being annoyed. 
For the purpose of answering ques- 
tions, we shall employ a man well 
versed in. the automotive business. It 
will be permissible for manufacturers 
to give this man all the points pertain- 
ing to the product ordinarily used in 
selling it. A perfectly unbiased pres- 
entation of facts will be made, allow- 
ing the product to stand on its own 
merits. 

“The entire eighth floor will be used 
for this exhibit. The direction board 
on the first floor will contain a list of 
the exhibitors.” 

Mr. Brown is of the opinion that this 
new service will be extremely popular 
with members. “We shall have more 
than a half million visitors at the club 
building annually.” 

The exhibit will open Jan. 5, 1929. 


Olds Man Given Banquet 
MEMPHIS, TENN., Nov. 5—R. G. 
Jones, former retail sales manager for 
the Olds Motor Works at Memphis 
was given a surprise farewell banquet 





C.. A. Morris and Capt. Eddie V. Rickenbacker 
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Capt. Eddie V. Rickenbacker, Detroit, assistant sales manager of the LaSalle 

division of the Cadillac Motor Car Co., dedicated Waterloo’s airport as “Chap- 

man Field,” in memory of Lieut. Charles Wesley Chapman, Jr., Waterloo 

boy, and first American aviator to fall in aerial combat in France during the 

World War. The “Ace of Aces,” is shown with C. A. Morris, sales manager 
of Waterloo district for Cadillac 





by his former assistant and successor, 
W. A. (“Al”) O’Hearne at Hotel Pea- 
body. Mr. Jones has been transferred 
to Atlanta to take charge of retail 
sales there. Several short speeches were 
made by Chas. R. Lee, branch manager; 
E. E. McIndoo, assistant branch man- 
ager; W. A. O’Hearne, new retail sales 
manager; John C. Crenshaw, manager 
used car department. There was also 
music and dancing. 





Hupp Has New Town Sedan 

DETROIT, Nov. 5—In response to 
a widely expressed desire for a custom 
built closed car in the Century Eight 
series, the Hupp Motor Car Corp., is 
now putting on the market a new five- 
passenger town sedan in this model. 

Samples are now being distributed 
throughout the United States, and as 
reports to the manufacturers show that 
it is proving highly popular wherever 
it has been exhibited a large demand 
is anticipated by the company and prep- 
arations are being made for its out- 
put on an adequate scale. 





Whitney-Dietz Acquires Wallace 

MILWAUKEE, Nov. 3—The Whit- 
ney-Dietz Motor Co., Milwaukee, terri- 
torial distributor of the new De Soto 
car and Fargo truck, has announced 
the acquisition of John R. Wallace as 
manager of commercial car sales. Mr. 
Wallace has been engaged in automo- 
tive work since 1906. 





Distribute Stearns-Knight 
MINNEAPOLIS, MINN., Nov. 3— 
Stearns-Knight Sales Corp. has ap- 
pointed the Minneapolis Willys-Knight 
Co., 1201 Harmon PIl., to distribute its 
cars in Minnesota. E. W. Downs is to 
be manager of this division. 


Territory Increased 

SPOKANE, WASH., Nov. 3—A big 
increase in territory has been awarded 
Barton Brothers, Oldsmobile distribu- 
tors. It will include Whitman, Garfield 
and Asotin counties in Washington; 
Nez Perce, Lewis, Benewah and Clear- 
water in Idaho, and Lincoln and Flat- 
head in Montana. These scattered sec- 
tions will get better service through 
Spokane than through Coast distribu- 
tors. 





Distributor Reorganizes 


PORTLAND, ORE., Alfred-Billings- 
ley Motor Co., distributors for Willys- 
Knight and Whippet lines, have divided 
their sales organization, making M. C. 
Donaldson retail sales manager in 
charge of Willys-Knight and the used 
car end of the business; Paul McKay 
Stroud is sales manager of the Whip- 
pet division; M. F. Swift is manager 
of the Salem (Ore.) branch and E. S. 
Boggs is named as district supervisor. 





Moto Meter Profits Rise 


NEW YORK, Nov. 5—The Moto 
Meter Co., Inc., and subsidiaries re- 
port net income for the quarter ended 
September 30, as $237,765 as against 


$168,971 for the corresponding quarter 
in 1927. 





New Jobber in Texas 

FORT WORTH, TEXAS, Nov. 2— 
The Warner Gear Texas Co. is the 
newest automotive jobbing house in 
Fort Worth. It is carrying a complete 
line of standard equipment parts for 
transmission, differential and clutch 
and traveling men in five of the South- 
western States and the Republic of 
Mexico. 
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Railway Becomes Highway for Cadillac 


Speeding along the rails as fast as on the open road, this steel-tired Cadillac sedan will be used by Canadian Pacific Railway 
engineers on inspection trips throughout Canada. It has just been turned out from the company’s Angus shops at Montreal 
with heavy-duty axles and three complete braking systems 
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McQuay-Norris — Wilcox-Rich 

DETROIT, Nov. 6— Wilcox-Rich 
Corp. has just completed negotiations 
which should result in an increase of 
around 66 per cent in sales and profits 
next year. 

Among the new business taken on 
recently are contracts for valve tap- 
pets with two of the largest automobile 
manufacturers. These will aggregate 
$2,000,000 in sales during the year. 

In addition Wilcox-Rich has just 
signed a contract with McQuay-Norris 
of St. Louis, the largest distributors of 
replacement parts in the country, to 
handle the Wilcox-Rich line. The re- 
placement business is more profitable 
than dealing direct with manufacturers 
and it is expected that the company 
will add another $2,000,000 to its gross 
business next year by more intensive 
cultivation of this field. 


Superintendent Advanced 


ST. PAUL, Nov. 3—A. W. Bendick, 
superintendent of the Twin Cities plant 
of the Ford Motor Co. since July, 1925, 
has been appointed general manager, 
succeeding the late S. A. Stellwagen. 
He had charge of the building of the 


_ and has been with Ford since 


Charles M. Aikman Dies 


NEW YORK, Nov. 5—Charles M. 
Aikman, vice-president and director of 
Collins & Aikman, manufacturers of 
fabric upho!stery, died late last week. 
He was 80 years old and most of his 
life had been spent in connection with 


the company of which he was vice- 
president and of which his uncle was 
one of the founders. Mr. Aikman had 
been inactive for a number of years 
outside of such duties as devolved upon 
his directorship. He had been ill for 
some time prior to his death. 


P.R.R. Buys 10 Ford Planes 


DETROIT, Nov. 5—The Pennsyl- 
vania Railroad, through its associate 
company, Transcontinental Air Trans- 
port, Inc., have ordered 10 tri-motored 
Ford airplanes, costing with accessories 
$800,000, to be delivered February 1. 
The planes will be used in the com- 
bined rail-air service to be inaugurated 
next spring between New York and the 
Pacific Coast. 


Changes in C. H. Wells, Inc. 

SEATTLE, WASH., Nov. 3—Im- 
portant changes in personnel have just 
been completed in the organization of 
C. H. Wells, Inc., Chevrolet distribu- 
tor for the State of Washington. George 
Benning is now sales manager; M. K. 
Brady, service manager; C. A. Bate, 
is now manager of the West Seattle 
branch, Gene Ingram, sales manager. 





Fuller Builds Salesroom 
BOSTON, Nov. 2—Governor Alvan 
T. Fuller has let the contract for the 


large addition to his Packard sales and 


service structure on Commonwealth 
Avenue. It will fill in the space be- 
tween the two large structures and the 
entire building will be raised two 
stories. 


Frederick S. Blackall Dies 


NEW YORK, Nov. 3—Frederick S. 
Blackall, well-known manufacturer and 
engineer, died recently. He was vice- 
president and general manager of The 
Taft-Peirce Manufacturing Co. of 
Woonsocket, Rhode Island, manufactur- 
ing special machinery and precision 
tools. He was also connected with a 
number of other well-known concerns 
and maintained offices at 233 Broadway, 
New York City, as well as at Woon- 
socket. 


New Graham-Paige Branch 


PHILADELPHIA, Nov. 3—Graham- 
Paige Motors Corp. has established a 
district office in this city, in charge 
of W. C. Fage, as district manager. 
The territory covers most of Penn- 
sylvania and part of Maryland. Head- 
quarters office is at 714 Liberty Trust 
building. Mr. Fage was formerly with 
Packard at New York, and until recent- 
ly with Chrysler as district supervisor 
with headquarters at Cleveland. 


Peerless Adds Distributors 


CLEVELAND, Nov. 3—Within the 
last month the Peerless Motor Car 
Corp. has added the following distribu- 
tors: South East Motor Corporation, 
Washington, D. C., and Baltimore, Md.; 
The Civic Garage, Columbus, Ohio; 
Day-Morrill Co., San Francisco, Cali- 
fornia. 

A factory branch has been establish- 
ed in Philadelphia under the manage- 
ment of R. B. Thornton. 
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Q 0 'Clock METHODS are 


R aynal Bros. lake Use of 
Small Town Ideas In 
Selling to Their 


(ountrymen 





Harry Raynal at stockroom counter 


N the big city of Detroit there are three Belgian 

brothers who operate an automobile dealership 

on a small community basis. They are the Raynal 

brothers. Their establishment is located in the 
Belgian section, and so far as the rest of the city is 
concerned, it just doesn’t exist for them. 

If a slick, high-pressure salesman were to study the 
methods of this Belgian triumvirate he would very likely 
come to the conclusion that the brothers were applying 
the small-town idea to the big town. And he’d mean 
that derogatively when, as a matter of fact, he could 
not have improved upon the compliment. 


Participating actively in community affairs may be 
the so-called small-town idea, but it has made a success 
of the business of Raynal Bros., Hudson-Essex dealer, 
of 9103 Chalmers Ave., Detroit. So much of a success, 
in fact, that the brothers are planning to erect a $40,000 
service and used-car building adjoining the store 
illustrated herewith. 


And active participation in this case means just that. 
Belgians, it is well known, are clannish and much given 
to picnics, pigeon races, dog shows, bicycle races and 
other kindred affairs. Paul E. Raynal, who is president 
and in general charge of the business, makes it his 
business not only to attend all such events but to be 
personally involved in their success. He has his own 
pigeons and dogs and enters them in the competition. 
He has his racing bicycle, too, and with the crack of 
the starter’s pistol he may be seen pedalling for dear 
life alongside compatriots who are his sales prospects. 
In the arrangement of picnics, dances, bazaars and 
such like, the Raynal touch is always in evidence. The 
firm always undertakes to furnish the tickets for such 
affairs, making sure that the tickets carry a Raynal 
advertisement. In the matter of invitations to fraternal 
and social events, Raynal Bros. has a scheme a little 
out of-the ordinary. The company has arranged to get 
the membership lists of the several fraternal organiza- 
tions in the Belgian section, and from the Belgian 
newspaper the names and addresses of its subscribers. 
These lists are on file with the company. When notifi- 
cation is received that a club intends to hold a business 
meeting or a social affair, the firm sends out the notice 
or invitation to the club membership on the Raynal 
Bros. stationery. The same practice holds true of pic- 
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nics, bazaars and many other community events. 

All this community activity- partially explains the 
rise of Raynal Bros. in three years from a concern 
selling six) or seven cars a month to one whose sales 
this year are expected to top 800, and why the brothers 
expect in five years to have half of the 17,500 Belgian 
car owners in their locality on their customer list. 
“Partially” is used advisedly because Paul Raynal’s 
other ideas of the way to conduct an automobile deal- 
ership have unquestionably played a prominent. part in 
his rise. from an obscure repair business in which baby 
carriages, bicycles and boat propellers occupied his 
time days and nights. While conducting this business 
Raynal was ambitious enough to strike out for better 
things and so he devoted some of his time to selling 
automobiles. He was progressing slowly when O. N. 
Bonney, who at that time was sales manager for the 
Aaron-De Roy Motor Co., Hudson-Essex distributor, 
Detroit, saw the need of plumbing the Belgian market 
by means of a dealer who could speak the language. 
His choice was Paul Raynal, who got financial backing 
and the franchise. His brothers entered into partner- 
ship with him, Albert Raynal taking charge of the 
service shop, and Harry Raynal assuming responsibility 
for purchases and the stockroom. 

Since then five salesmen have been taken on; three 
who speak only English, one who also can manage 
French and another who has command of the Belgian 
tongue. These salesmen are compensated on the basis 
of a percentage of the net profit on each deal. ‘The 
obvious value of this plan is that it inspires salesmen 
to hold trade-in allowances to the lowest possible figure 
and obviates the evil that results when a salesman 
allies himself with the prospect in selling the trade-in 
to the boss. The feasibility of the Raynal course is 
proved by the fact that the sales force is said to be 
earning from $5,000 to $8,000 a year and is satisfied. 

The importance of satisfactory service was recog- 
nized early by the firm, and service has helped it to 
prove to its Belgian clientele that it is worthy of confi- 
dence and trust. When a new car is sold, this dealer 
insists that at the end of every 1000 miles the car be 
brought into the shop for thorough inspection. This 
inspection is not a while-you-wait event. The: owner 
must relinquish his car for a stated period (in hours, 
of course) and is told when to call. The car is ready 
for him when he calls. This course has been adopted 
because it is Paul Raynal’s belief that hurried inspec- 
tion with the owner looking on has an unfavorably 
psychological effect upon him. It’s difficult to convince 
him that his car received all the attention it required 
in 5, 10 or 15 minutes. 

All of which is further proof of the well thought out 
psychology that is brought to bear by these youthful 
merchandisers and accounts for the way in which busi- 


Bringing Them TRADE 





Ra veal Brothers 


Albert, in charge of service shop; Harry, purchasing and 
stockroom; Paul, president and general manager 


ness has grown. 

Every customer, naturally enough, cannot be depended 
upon to bring his car in every 1000 miles. So the owner 
file helps the firm to keep track of the delinquents—-the 
mileage computation being based on normal expectancy. 
When the file gives up such a delinquent, his name and 
address are given to the salesman who made the sale 
with instructions to bring him in. -The salesman’s 
visit isn’t a perfunctory one; it’s his duty to see that 
the car is brought in in order that it may receive. the 
attention that will enable the firm to hold the good- 
will and confidence of its customers. There are times 
when some of the salesmen become remiss in this duty, 
and so the company has devised a method of rewarding 
the worthy: floor prospects are distributed among the 
salesmen who are prompt in attending to the customers 
who are lax in adhering to the 1000-mile inspection 
plan. It is this one fact that as much as any other, 
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perhaps, has accounted and does account for the suc- -. 


cess of the firm. It guarantees a customer’s car against 
his own neglect and naturally, when he finds that his 
car expense has been kept to a minimum in this manner 
he is not backward in telling his friends about the 
excellent service that he has obtained. This, naturally 
acts to swell sales and many times results in the firm 
receiving prospects that they had not previously known 
about. 

There are those who will think of the Raynal methods 
as being “small-town” methods. Actually they are 
sound, common-sense methods that will do big things 
wherever they are practiced. And the case of Raynal 
Bros. is proof of the dumpling. 
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SELLING CARS n 


W. H. Farrington Finds 
a Real Use for the 
Soctety (olumns 


OR a number of years 

W. H. Farrington, presi- 

dent and general man- 

ager of the Auburn 
Chicago Co., has believed that 
at least nine out of 10 auto- 
mobile sales are made as the result of “selling the 
woman.” This belief has been more than theory. For 
during these years he has carried through a number 
of successful selling programs which have actually 
demonstrated this belief. 

One of the most consistently successful of these sales 
programs is what he calls “selling the club woman.” 
Though the present business of the Chicago Auburn 
Co. is strictly wholesale, yet Farrington is working 
closely with all of his Auburn dealers in the carrying 
out of this sales plan—and with remarkable results. 

The development of this selling plan is closely related 
to the personal success of Farrington himself. The 
telling of the story of the plan will take us back, as a 
starting point, to the time when Farrington was new 
in the automobile business. He had previously been 
the manager of a rubber company. But when rubber 
“went bad,” some years ago, he found himself looking 
for something else to do. He became an automobile 
salesman at 5 per cent. But he found that the selling, 
at that particular time, of his particular car wasn’t so 
easy either. In fact he had reached the point where 
he must either practice going hungry, or demonstrate 
that he could “use his head.” 

As stated, he had already developed his sales theory 
that nine-tenths of results from nearly all of selling, 
and especially from automobile selling, came from “sell- 
ing the woman.” Hence the logical thing for him to 
do, in capitalizing his theory toward his own personal 
success, was to develop some new plan for finding 
women automobile prospects. At that time, it may be 
remarked, his theory of direct woman appeal in the 
selling of automobiles was generally quite new in the 
industry, and naturally new to his own sales manager. 
But Farrington had the faith of his convictions, and 
he kept looking for some practical and logical method 
of finding his women prospects. 

It was natural that he should get a suggestion from 
the “society” columns of the daily newspapers. Here 
was printed every day, or at least every few days, fresh 
lists of the names of exactly the kind of women who 
were seemingly the very best of potential prospects. 
They were women of such conspicuous social standing 
that their names were “news.” They were women with 
leadership among their friends, as later follow-up pros- 
pects. They were women who, almost without exception, 
would already have one or more cars in the family; 
hence they were the best of prospects for new cars. 
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By RANDALL R. Howarp 


Also they usually were repre- 
sentative of enough family 
wealth to afford exactly the 
make and model of car that 
they wanted—assuming, of 
course, the approval of their 
husbands—and the winning of such approval, according 
to the Farrington theory, represented only one-tenth 
part of the prospective sales resistance. 

Thus originated the Farrington plan of “selling to 
club women.” And it may be added, in advance of 
our detailed description of the plan, that the immediate 
sales results for Farrington himself were quite remark- 
able. Farrington, at that time, was one of the newest 
among 12 salesmen. These 12 salesmen, during three 
months of time, sold 40 cars. Of this number, Farring- 
ton was credited with 37. All of these 37 sales were 
the result of his new plan of “selling the club woman.” 
Incidentally, from the viewpoint of Farrington’s in- 
dividual success, he was soon sales manager of his 
company, then general manager; and now he is presi- _ 
dent of another important distributing organization 
which is still vigorously using his sales plan. 

To get back, we shall try to describe the Farrington 
sales plan as it is being used at present by the Chicago 
Auburn dealers. Naturally, the sales manager of the 
individual dealer organization is the general for put- 
ting over such a program. He develops a hobby of 
reading the “society” columns of the daily newspapers. 
Excepting for some other reason, either Monday or 
Tuesday or Wednesday are the best days for the selec- 
tion of the one approaching social event, which should 
be localized as much as possible in his own part of 
the city, that will afford his opportunity. His inspira- 
tion usually comes from the simple and brief announce- 
ment of an approaching afternoon bridge party or tea. 
It is stated that Mrs. Jones will entertain, at her home 
at a stated address (or the address and the telephone 
number can be easily looked up) a small group of her 
friends—usually two or three days later than the print- 
ing of the news item. 

The sales manager will call up. 

“Is this Mrs. Percival Jones?” 

“Ves.” 

“This is Mr. Smith,” he will answer. “We read in 
the society columns of the morning paper, Mrs. Jones, 
that you will entertain a group of your friends on 


Thursday afternoon with a bridge party. Is the an- 
nouncement correct?” 


oi lf 


“We are community distributor of the Auburn auto- 
mobile. And we were wondering, Mrs. Jones, if you 
would permit us to place at the disposal of yourself 
and your guests, for the afternoon of your party, one 
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CLUB WOMEN 


Picture by Jos. Mariin. 








“after she has read the 
circular, she shows it to 
the man of the house” 


of our five or seven-passenger new Auburn cars. With noon, or the car may be temporarily out of repair. 
a chauffeur, of course. And, naturally, there is no obli- It might happen that the use for the afternoon of our 


gation.” new Auburn would be a real convenience to some of 
“Of course they all have their own family cars.” your guests. 
“Certainly. But it sometimes happens that the hus- “This is my suggestion, Mrs. Jones. If you should 


band may have planned to use the family car that after- find that the use of a new Auburn for the afternoon 
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would be a convenience to some of your guests, will 
you please call me back, Mrs. Jones? 

“And thanks, Mrs. Jones, for this possible oppor- 
tunity to serve you and your guests.” 

Usually, there is an immediate call-back. For Mrs. 
Jones has been complimented in several ways. Her 
social prominence has even achieved business recogni- 
tion. She is able to announce to some of her guests 
an additional little treat. She also knows that certain 
ones of them really would prefer to have someone else 
assume the responsibility of driving. She knows that 
others may be able to get the family car for the after- 
noon only at the cost of a possible tiff with friend 
husband. 

Mrs. Jones, in her usual prompt call-back, will give 
the address of one of her guests living at the greatest 
distance away from the home of the hostess; and this 
guest will engineer the picking up of still other guests. 

The demonstrator is instructed—and never is he 
accompanied on this trip by a salesman—merely to 
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serve the club-women guests of the afternoon as com- 
fortably as possible. He, of course, will demonstrate 
his car, and answer any questions about it, but wil! 
use no selling talk. He is supposed, during the return 
trip, to get the names of his guests on the neat little 
“address” cards with which he is supplied. The onl 
additional sales suggestion of the afternoon is the 
placing in the back of the car enough of descriptive 
Auburn booklets for each guest; and it is the invariable 
rule that each guest does take one of these folders. 

Within a few days the sales manager at the office 
will begin his follow-up program. All of the names of 
the guests will have been placed on the permanent 
mailing list, but the chief method of follow-up is by 
telephone. 

How does the plan work? Mr. Farrington states that 
he can’t recall a single occasion, when he has placed 
a car at the disposal of a group of club women for an 
afternoon, which did not develop at least two or three 
good prospects. : 








Greeted by -Mayor Walker 


GENERAL MOTORS overseas representatives were the recent guests of Mayor James J. Walker at New York City Hall. 
Left to right, front row: Eric Bergsten, Stockholm; Harry Forman, London; Alberto Fehling, Buenos Aires; Mayor Walker; Luciano 


Castro, Madrid; Johannes Stahlberg, Berlin; George Mand, Mayor’s Reception Committee. 


Second row: A. L. Westbrook, Alex- 


andria; George Carroll, General Motors Export Company, New York. Third row: Maurice H. Beckett, General Motors Acceptance 
Corporation, London; Holger Dau, Copenhagen; Henry Kohler, Copenhagen; J. F. Smet, Antwerp; C. P. Huntington, General Motors 
Export Company, New York; Emmanuel Ricardo, Paris 
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PIONEERING With BUICK 


By 1. M. Durnin 


mobile Company, in Twin Falls, Idaho, and 
meeting the very courteous owner, C. E. Lind, 
in his own private office, it is hard to realize that only 
22 years ago this man had just landed in Twin Falls, 
then a mere straggling village of tents and shacks 
squatted in the heart of a treeless and trackless 
desert country. 
Let’s listen to Mr. Lind’s story: 
I am the pioneer Buick dealer of southern Idaho. 
I came to Twin Falls in the year 1906, with my little 


() entering the imposing home of the Lind Auto- 


At right: Business 
gets a little better 
and so does the 
place of business 


family, a pioneering spirit, a great ambition and little 
money. 


I had a mechanical complex and was sold on the 


Buick automobile. I had intended going on to Cali- 
fornia, in search of a location, but on reaching Twin 
Falls and finding that there was not a car or garage 
in the town I decided at once that this was the place 
for me, and I immediately proceeded to look for a 
building to use as a garage. 

The only building to be had was a small frame 
structure 25 by 40 ft. I leased this building and left 
at once for Boise, Idaho, 150 miles away, where lived 
the nearest Buick dealer distributor for the state. 
There being few agents in the state I had no trouble 
in obtaining the Buick agency for southern Idaho, and 
also a two-cylinder Buick demonstration car. Driving 
this ear, I started back to Twin Falls over an almost 
trackless rock-covered desert, and after many trials 
and tribulations and spending two days and nights on 
the way, I reached home a tired but happy man, as I 
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Mr. Lind’s first 
shop, where he sold 
and serviced the 


“twin one” 


Below: The new 

showroom and shop, | 

one of the best in 
the west 
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had realized the first step to my great ambition and 
was now a Buick dealer. 

A carload of Buicks had been ordered and by the. 
time of their arrival I had used my demonstration! 
car to such good advantage that I had made two sales: 
and by the end of the year 1907 five sales were made,; 
a mechanic hired and a garage business started. But, 
all was not smooth sailing; the fall rains came with: 
their following of mud, slush and snow and soon put: 
a stop to the use of cars for the winter and business 
was at a standstill. A living we had to have, so I 
looked around for the next thing at hand and this proved 
to be cattle feeding. This I did successfully until the 
spring sun dried the roads and cars could be used, 
when we again opened the garage and were back on 
the job. 

Business gradually increased and we found the orig-. 
inal quarters entirely too small. I had to find a loca- 
tion where I could build an inexpensive building in: 

(Turn to page 24, please) ; 
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They Buy the N KAT 


Deignan Has 
of Making 
Losing 


By ERNEST 











ERE’S a dealer who believes that it is possible 
to make money from his shop and service 
station and at the same time accord to his 
customers the kind of service that will cause 

them to buy their next car from him. 

He’s J. A. Deignan and the business that bears his 
name, the Deignan Motor Co., sells and services Ford 
cars on West Sixth Street, Oklahoma City, Okla., and 
has been doing just that for 18 years in Oklahoma City. 

“The service department can make money regardless 
of what may happen,” Deignan says, “if it gets the 
business. The way to get that business is to keep 
enough customers satisfied with the treatment they are 
accorded.” 

Deignan has built up an enviable business. His firm 
has attained a distinctive name in motor circles in Okla- 
homa City and not through his own advertising, either, 
but rather through the recommendations of those of his 
customers who know him and his service and never 
fail to recommend him to others when opportunity offers. 

Deignan doesn’t forget everything except the pay- 
ments when a new car is sold. It is upon the delivery 
of a new car that his real work begins. In the first 
place, after being sure that his buyer is satisfied, his 
next duty is to see that the new car gets the proper 
care to keep it in good condition. 

Complete records are kept of each car and notes are 
made of each time the car is brought into the shop. 
Should the new Ford not be brought into the shop 
within a period of 30 days one of the Deignan men 
goes out to the customer’s home and sees that the oiling 
and greasing service that Deignan gives on new cars 
for a 90-day period is done. This is not “lip service,” 
either; it is actually done and anyone will agree that 
it’s a bit unusual. 

Deignan knows, as every dealer knows, that a new 
car must have care. And he knows, just as many 
dealers also know, that most new car owners seem un- 
aware of this fact. So he sees it his duty to see that 
the car gets the proper treatment. 

And by carrying out this he has never had a cus- 
tomer say that he was unsatisfied with the car that 
he bought from the J. A. Deignan Motor Co. or with 
the service that the organization gave him while he 
was owner of the car. 

° “There is no limit to service,” Deignan explains, 
J. A.D e1gnan “There is a great deal more to the distribution of autos 
than just selling them and watching the purchaser drive 
them away. Service is becoming the major considera- 
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Solved the “Problem 
-Money Without 
Trade 


W. Fair 


tion with the auto-buying public. It is a factor that 
must be reckoned with throughout the life of the car, in 
fact it has much to do with the life of the car. 

“It is the big item in the distribution of automobiles,” 
he further maintains and in his own organization he 
proceeds to make it just that. 

As has been shown the service to the new car is un- 
limited and it has not only brought him the confidence 
of his customers to such an extent that they come back 
to him for their next new car but it has also built up 
his shop to a point where that shop is a profitable in- 
stitution and is not an accessory to the salesroom, but 
rather an institution in itself. 

All time-saving devices are used in the shop. Every 
mechanic must have a complete kit of tools. That is the 
rule and thus only a minimum of time is wasted going 
to the tool room. 

“The customers want quick work,” says R. B. Han- 
son, the shop foreman, who is an ardent exponent of 
Deignan’s ideas, “and half the time they don’t think of 
quality while you are doing the job, but let it be rushed 
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Home of the Deignan 
Motor Co. 








through in a slipshod manner and we get the blame. 

“But we’ve equipped ourselves with time-saving de- 
vices and inaugurated working systems in our shop that 
enabled us to meet the time demands of the customers 
and at the same time crowd the ultimate of service into 
the job. In that way we haven’t lost a job.” 

A successful service organization cannot be a limited 
one, Deignan believes, but rather must be one built on 
proper organization. Many dealers who try to give un- 
limited services fall down because they are not on the 
right track. 

Deignan is on the right track or else his bank account 
is no proof, nor is the immense amount of good-will that 
his organization possesses a barometer. 

Customer satisfaction must be in line with car satis- 
faction. Such a plan as Deignan assumes gives the car 
its rightful chance of doing its very best and show- 
ing what it can do. Some owners are negligent about 
keeping their cars in working condition so that the 
obligation falls to the dealer if he is going to keep both 
his own and the car’s name good in the mind of that 
customer. 

Small services of a trifling nature are never charged 
for by the Deignan organization, and they have found 
that such a policy often induces the customer to bring 
the car around when a large job is to be done on it. It 
has been Deignan’s experience that doing small serv- 
ices at a “no-charge” price has been responsible many 
times for the obtaining of larger orders that have more 
than paid for all the small free service items that may 
have been done from time to time for the customer. 

It’s a true idea of service—the carrying out of all the 
ideals of that service—and seeing that the customer gets 
his money’s worth and that the car gets its chance to 
prove its worth that has built the Deignan organization. 
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keeping with my capital and standing as to credit. 

This I found by going outside the fire restricted dis- 
trict where I bought a lot and had erected a sheet iron 
building 40 by 80 ft. in size and by giving good 
service, cheerfully, efficiently, economically and being 
constantly on the job business continued to increase. 

Advertising methods used in those pioneer days 
were much as they are now, strange though it may 
seem. We used the billboards, the weekly paper, hill 
climbing and various other methods. Personal con- 
tact and a promotion of friendly feeling among the 
people of the town and surrounding territory was one 
of our best methods, as a satisfied Buick owner was as 
good an advertisement then as a two-page ad would 
be now. 

One of our big events in those days, when quite a 
few of the town and country people had cars, was to 
advertise a sight-seeing trip for Sunday and invite all 
who had cars to come and bring their lunch and on the 
appointed day the caravan would start, the latest 
Buick model leading the way, and the service car— 
we had one even then—bringing up the rear. In this 
way we visited many of the scenic wonders within 
a day’s drive of Twin Falls. Of course these trips 
caused a great deal of comment, which was all good 
advertising, aS it made every one want a car so they 
could go with the crowd. And let me say right here 
that those early cars were mighty sturdy and well 
made. 

These advertising features stimulated sales to such 
an extent that in 1914 it became necessary to enlarge 
our quarters and a brick addition 40 by 50 ft. was 
built at the rear of the old building which was then 
used as a shop. For three years more business con- 
tinued to increase until another addition was needed 


(Continued from page 21) 
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and this time an uptown location was obtained and the 
contract for a brick building 120 by 125, to cost 
$65,000, was about to be let ‘when the world war 
startled the country. This was a critical time, yet a 
decision had to be made. The spirit of the West car- 
ried me on and [I let the contract, although it didn’t 
appear to be good judgment to do so. 

Into this building went the art and beauty I had 


. visioned from those far-off pioneer days of hardship 


and struggle. A $20,000 front of glazed ivory terra 
cotta, made of the building an object of much com- 
ment and even criticism, by those who had never 
heard of a garage being built with such an imposing 
front. Time has proved that this front had wonder- 
ful advertising value, as those who visited the build- 
ing passed the word along of the unusual garage and 
many of those who came to see remained to buy. 

Business still continued to increase and in 1920 
another 50 by 125 building was added. This also had 
an ivory terra cotta front to correspond with the first 
building. This latest addition is used entirely for a 
repair shop and is almost all glass on three sides, 
making it a daylight shop. Into this shop has gone 
the most modern equipment we could buy. 

Many things have contributed to the success of our 
business in the past 22 years but I think I can give 
the greatest credit to the policy of the firm of always 
standing squarely behind every sale made and han- 
dling nothing but nationally advertised merchandise. 
We guarantee that no Buick owner in this market shall 
ever want for anything his car may need and to live 
up to this guarantee means that we must have on hand 
at all times a full line of replacements and a full 
quota of experienced, efficient mechanics to obtain 
efficient and quick service. 
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performances. 


pet—a Franklin Special. 








THREE historic campaigners—the Franklin cars that have centered interest on them because of their recent 
In the background at the left is the Franklin Airman that smashed the transcontinental round 
trip record from Los Angeles to New York City and return. 
now holds the world record for climbing Lookout Mountain. 
It was this car that traveled ever the 12 1/3 mile route to the summit of Pike’s 
Peak in 19 minutes, 25 1/5 seconds and later set a new world record for the Mt. Washington climb 


Beside it is seen the Airman Limited sedan which 
In the foreground is Cannon Ball Baker's latest 
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Here’s Dave Wallace him- 
self and his sales-winning 
smile 





AVE WALLACE quit work at the drug store on 
1) the corner on a Saturday night in March, 1919, 
and the next morning was on the salesroom floor 
of Strang’s, Colorado Springs. That day he sold two 
new Buicks. Since that time he has sold more than 
1000 new and used cars—about 600 of them new. One 
year he sold 108 new ones. His biggest month was 
January, 1924, when he sold 21 new cars and 12 used 
ones. He has sold one man 17 Buicks since that March 
Sunday; another 11, and one good customer was per- 
suaded to buy five from him in one year. He is now 
sales manager for Strang’s and for the last four years 
has been high Buick man over a territory covering 
Colorado, Wyoming and northern New Mexico. 
Wallace admits that there may be several reasons for 
all this. One is that no one calls him “Mr. Wallace.” 
“They call me ‘Dave’,” he says. “Hardly anyone 
uses my last name. If someone called in here and asked 
for ‘Mr. Wallace’ the telephone operator would have 
to think twice to know whom they wanted.” : 
One of the reasons that they call him “Dave” is be- 
cause he likes people. He likes them as a group and 
he likes them individually. That is one of the reasons 
why people like him. They like him so well that when 
the office boy says, “Mr. Smith is busy and can’t see 
you.” and Wallace replies, “Tell him I’m here, anyhow,” 











They Call Me 


AVE 


Friendliness ‘Plus Hard 
Work Has -Made 


Dave Wallace 
a Headliner 


By Epson RICH 


that the boss, himself, comes to his door and says, 
“Come on in, Dave.” 

The other reason why they like him is because he 
doesn’t pester them with car talk. If anything is said 
about cars it is usually because the other fellow brings 
up the subject, which he presently does. When he does 
—well, that’s something else again. What Wallace talks 
about is the other fellow’s business, or his hobby. 

That isn’t saying that he lets a deal hang fire over 
a long period of time for the sake of considerable con- 
versation. He’s watching his chance—in fact, he has 
long before set the stage—and there’s no time wasted 
when it comes. 

“T concentrate,” he:says. “If I can’t sell a man within 
two or three weeks there’s no use. Frequently I sell 
him the same day.” 

In that connection he tells this story: 

“IT had arranged a foursome. My one idea was to sell 
a Buick to one of the men that afternoon, although he 
had no notion of getting a new machine right then. I 
picked out the car I wanted him to buy and took it to 
the links. One of the other men asked why I had 
brought it. : 

“*1’m going to sell it to Jim,’ I answered. 

“ ‘Huh!’ said Jim. 

“‘And that was all that was said until we were back 
in the club house, when the same man asked if I had 
sold the car to Jim. 

“ ‘No,’ I said. ‘I’m not going to try to either until he 
gets behind the wheel.’ 

““Huh!’ said Jim, skeptically. 

“Just to show me he wasn’t so easy as all that, he 
accepted my invitation to drive the car and take us all 
for a ride. Before we returned the deal was on.” 

Dave tells another story which illustrates his method 
of concentration via a person’s likes and dislikes—their 
“weaknesses” he calls it. 

“A woman came in here recently and picked out a 
$750 used coupe. I knew that she had just been left a 
large legacy and could easily afford a new car for cash. 
But I said nothing and took her out for a demonstration 
in the used coupe. It developed that she has a passion 

(Continued on page 36) — 7 
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N place of one or maybe three workers washing 

an auto, the work requiring an hour or more, 35 

skilled workers handle the job at the St. Louis Gil- 

lespie shop. The car is finished in just 15 minutes. 
And there are few dissatisfied customers. 

These 35 men with their ingenious washers and clean- 
ers go after dirt accumulations, much like one washes 
his face. They go over the windows and body parts 
until they shine with a new-car lustre. The inside is 
also gone over carefully. No spot misses their trained 
eyes. 

When you enter the beautiful grounds, the buildings 
of which are brightly stuccoed, you leave your car in 
the waiting space, between the car washing department 
and office building. Your turn is “next’’; there is not 
much wait at the Gillespie plant. 

You next drive your auto into a square building to 
the left and upon a slowly moving, round platform. A 
pipe, shaped like football goal posts, greets your dirty 
auto. A heavy shower of water hits it as it slowly goes 
upon the platform, removing surface dirt. This plat- 
form requires just 15 minutes to make a complete rev- 
olution. 

As the car is very, very slowly taken around the in- 
terior of the building, on that platform, the exterior 
is washed. 

Each man has so many seconds to do his part of the 
operation. He must be through at a certain second. 
The chassis is cleaned. This may be called the rough 
cleaning. This is followed by a high pressure cleaning. 
Then the chassis is finished off. 

The men, one on each side of the car, use mulsified 


Motor Age 


A COMPLETE -aGny 


This Truly Modern 
Station -Accords 
Every Wanted 


By O. S. 


soap, applied under pressure. This is followed by a 
soft water cleaning. Then the machine is given a hot- 
air bath. 

The body is afterward dried by a towel. The win- 
dows are cleaned by the next station, the doors wiped 
off. The interior is vacuum cleaned, not brushed by 
hand. Then come the final inspection and the finish, 
which is later given in an adjacent lot of the company. 

Your car is now completed and you drive it off. 

The customer may watch every operation from the 
inside of the moving platform, a rail separating him 
from the workers. 

This company does not confine itself solely to washing 
cars. It has other departments. 

There are five pits for pressure lubricating. These 
are located under the moving platform. 

If the wheel is out of alignment it may be adjusted 
by driving the car into the garage-like building, near 
the washing plant. 

In the building adjacent there is a brake section. This 
section is equipped with modern machines. 

Another building has machines to wash off motor and 
chassis. High pressure cleaning is also given to the en- 
gine. 
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ARCADE 


Super- Service 
10 Owner 5 Fenders are also fixed. 


This department takes out 


5 CT 21Ce dents with the aid of roll- 


ing machines, after which 
the fenders are ducoed. 


ARATA This branch of the business 


is productive to a marked 
degree. 

Tire and battery service is also given. 

In another one of the buildings, at the very end of 
the square, there is a department where the final polish 
is applied. 

The buildings housing these operations are all in a 
row and each is equipped throughout with the latest in 
time and labor-saving equipment. 

After the entire operation, or operations, are com- 
pleted, the car is driven past the cashier, who has a slip 
made out with the total charges. 

In the building in the center of the plant, facing the 
busy thoroughfare, there is a gasoline station that does 
a good business. 

The daily maximum capacity of the plant is 450 cars 
and the charge is $1.50. 

The greatest care is taken in hiring workmen for the 
various departments and merely because a man Says 
he is good is not sufficient reason for taking him on. 
Without exception, every mechanic, washer and oiler, 
is an artist at his chosen job, and while the selection of 
such men means that a higher salary rate must be paid, 
the management has found that only in this way can 
it guarantee to its customers the kind of job they want 
and are entitled to expect. 
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“Charge It 
Up to the 
Shop 2?” 


C9 


By C. Epwarp PACKER 
@ 


ELL, I certainly don’t intend to 
pay that bill,’ the customer 
began. 


The service manager listened. 
He couldn’t help it. 
“Your salesman most assuredly told me 


that on this new model the oil filter made it s. 


unnecessary to look at the oil oftener than 
every 3000 miles.” 

“Are you sure,” inquired the service 
manager, “that he said exactly that; or did 
he say you would only have to change the 
oil every 3000 miles and add oil as needed 
during that period?” 

To quote the entire conversation would 
take too much time, and anyhow it is an old 
story with most of you. Either the customer was a 
little dumb—and glad of it—or he was trying to 
cover up his own carelessness by blaming the salesman. 

A bad predicament that ended with the sales man- 
ager instructing the service manager to cancel the 
bill. How often has that happened? | 

We shall not argue that the sales manager was 
wrong. He may have been right; in any event it 
was the shop’s treat—as it too often is. 


The bill amounted in all to $15.80 for labor and 
$10.00 for material. <A total of $25.80 that the shop 
didn’t get, just because the sales manager evidently 
preferred to back up one of his salesmen. That was 
all right, too, but was it fair to let the charge of $25.80 
stand against the shop? The entire transaction was 
obviously up to the sales department. 


In fairness to ‘service managers who are trying to 


make service pay, dealers should give thought to such 
matters. 


Similar cases almost without number could be cited. 


In a case that I recall a woman demanded—and got— 
one new front tire, a front system aligning job, includ- 
ing a right spindle arm free. Again it was the shop’s 
treat. Everything indicated that she had struck the 
curb with the right front wheel. She emphatically de- 
nied it. After threatening to “expose” this dealer at 
the bridge club, he instructed the shop to fix it. And 
again the bill was charged, not to advertising, not to 
00d will, but to the shop. 
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A new car had been delivered to a salesman for a 
large meat packing organization. This man was inter- 
ested only in transportation. Furthermore, as he 
was allowed so much a mile for expenses it was only 
natural for him to attempt to hold his costs down. 


At his favorite greasing station they charged 50 cents 
extra to check and fill the transmission when the car 
was being lubricated. Whenever the boys would try to 
sell him this item he would only say, “Nope, guess she’s 
all right.” 


On one trip a hum developed and before he returned 
to his home office, became an alarming growl. The 
necessary work to fix up this bit of carelessness—con- 
sisting of replacing the pinion bearings and the pinion 
and ring gear—resulted in a bill for $32.50. The bill 
was reasonable, but the customer was not. 

“Say, what’s the idea?” he asked the service manager, 
“This car won’t be out 90 days until next Wednesday. 
Why the bill?” 

“The guarantee covers only defective parts and in 
this particular case the whole trouble was caused by 
lack of lubrication,” he was told. ‘“‘Furthermore, you 
have driven this car almost as far in a little less than 
90 days as the average owner would run it in a year. 
But the big thing is that you have never taken advan- 
tage of our free inspection that we give to be sure that 
everything is all right.” 

The customer had little to say but spent much time 

(Continued on page 32) 
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Ben Rundell 


IS associates and competitors say Ben Rundell, 

the outstanding salesman for the Carter Auto 

Co., Studebaker dealer at Galveston, Tex., has 

“stick-to-it-iveness” to the last degree. Once 

Ben gets on the trail of a prospect he never gives up 

until such a time as he has the order or the prospect 
is driving a competitor’s car. | 

“As long as I don’t find the prospect’s old license on 
a competitor’s car,” Ben said, “I keep the thought con- 
stantly in mind that my chances are just as good as 
the other fellow’s.” 

Ben has been selling automobiles for some time, the 
last five years in his present connection. He is one 
of the outstanding Studebaker salesmen in the United 
States and in a recent sales contest conducted by the 
Studebaker Corporation finished among the first 10 
salesmen. An exceptional record, we would say, for 
a man operating in a town of approximately 50,000. 

But for all his ability to merchandise Studebakers 
and Erskines, Ben finds it quite difficult to answer the 
apparently simple question: “How do you sell automo- 
biles?” for as he says, it is something like figuring 
“Why is a millionaire?” Rockefeller says: “Save your 
money,” while another attributes it to brilliant specu- 
lation. 

If his years of selling have taught him anything Ben 
says it is knowing the merchandise and the prospect. 
There is no use in trying to sell a man a $1,500 car 


Motor Age 


By 
MarTIN 
H. 
ANDERSON 


when he can only afford to 
purchase an $800 automobile. 
When you know your prospect 
you know what to do and how 
to proceed, according to Ben. 
One type of prospect, Ben said, 
needs to be carefully nursed— 
called on constantly—while an- 
other might resent constant so- 
licitation. Analyzing the pros- 
pect is the first thing a salesman 
should do. 

Ben is successful because he is able to rise to any 
emergency and because he refuses to be stumped. 
Just recently he tried his best to get inside the office 
of a certain busy executive of Galveston. Each time he 
called he was informed that Mr. Smith was too busy to 
see him. But Ben knew that he was in the market for a 
car and he resolved to get inside. The big idea came 
to him while he was watching Mr. Smith’s secretary 
bring several dictaphone records from her employer’s 
office. 

“TI thought he always dictated his letters,” Ben said 
to the secretary. 

“Oh, no,” was the reply. 
quite frequently.” 

“Thank you,” said Ben as he disappeared through 
the office door. 

A few minutes later he was sitting in his own office 
and using the dictaphone. The best sales speech he was 
able to deliver was being recorded. When he was 
through he went back to Smith’s secretary, handed 
her the record and asked her to give it to Mr. Smith 
and have him listen. 

Soon the door was opened and Mr. Smith invited 
Ben to enter, saying that any man who had as much 
initiative as Ben had displayed was entitled to a hearing. 
Ben took just 15 minutes to tell Mr. Smith why his next 
car should be a Studebaker. Six weeks later Mr. Smith 
purchased a Studebaker and Ben obtained the order. 


“He uses the dictaphone 


STICK. 
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Since then Smith has helped Ben sell several cars to 


members of the firm. 


Then there was the other busy prospect. 
Ben handed the secretary his card and the young 
woman entered her employer’s private office. She la- 
conically told Ben that the boss was “too busy.” 

“Where is my card?” Ben asked. 

“He tore it up and threw it into the waste basket,” 


was the reply. 


“Those cards cost money. Tell him that,” Ben said. 
The girl did as directed and returned to hand Ben 


a nickel. 


“What’s this for?” he asked. : 
“The boss said to give it to you for the card.” 


a 


“Oh, they don’t cost 
that much,” said Ben. 
“Here’s two more. 
Give them to the boss 
and tell him that they 
cost three for a 
nickel.” 

The girl disappear- 
ed and soon’ Ben 
heard a hearty laugh 
coming from the pri- 
vate office. In an- 
other minute the door 
had opened and the 
boss motioned for Ben 
tocome in. He didn’t 
sell the car that day, 
but three weeks later 
the boss drove a new 
car home and Ben 
was the salesman who 
did the selling. 

Ben is sincere to a 
marked degree and 
that is a big point in 
his favor. One can- 
not help but feel that 
when he is talking he 


is telling the truth. 


He does not and will 
not misrepresent his 
merchandise. To his 
way of thinking the 
best way to sell the 
Prospect is to sell him 
on the quality of the 
car and the _ reli- 
ability of the firm 
doing the selling. 


Has Made Ben “Rundell the 











Outstanding Salesman of 
(arter Auto (0. 
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“My manufacturer,” he said, in a talk with the 


writer, “believes in the all-steel body, and so do I. 


This time 


When a prospect questions its advisability I point 
out that wooden railroad coaches have been displaced 
by the all-steel coach; wooden bridges have passed 
from the picture and steel bridges have taken their 
place; the wooden ship has disappeared from the sea 
and the steel steamship is now used. 


‘“‘When there are children in the family I drive home 


fails to register. 


in the new car, I ask him 


Ben Rundell Says: 


Sell the woman and you will get the 
check from the man. 


Don’t misrepresent your merchan- 
dise. Sell the prospect thoroughly 


on its quality and the reliability of 
the firm. 


Analyze your prospect. Learn what 
he can afford to pay for a car. 


When there are children in the 
family stress the features of your car 
that tend to give it greater safety. 


I am in the automobile business to 
stay and the best way to remain 1s 
to earn satisfied customers and 


plenty of them. 


the element of safety in my merchandise and it never 


“When a prospect wants me to name a price for his 
used car before he has received a demonstration 


if he really knows 
that he will like my 
car. Then I follow 
with this, “You might 
not like the way it 
rides, the way it han- 
dles, or its power. I 
am in the automobile 
business to stay and 
the best way to re- 
main is to have satis- 
fied customers. I 
want you to be thor- 
oughly sold on this 
car before you buy— 
because I want you 
to be my friend and 
help me sell more 
cars.’ I have found 
that this method will 
work and after I have 
given the prospect a 
demonstration over a 
carefully selected 
route I know that he 
will be more ready to 
listen to my apprai- 
sal. Then there is 
always the woman 
member of the fam- 
ily. More and more 
I am learning that 
the feminine member 
of the family is the 
deciding factor in the 
purchase of a car. 
Let the salesman sell 
the woman and he 
will get the check 
from the man.” 
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in saying it. Preferring to avoid the discussion as to 
what he had done and had not done he switched over 
to another line. A line that always registers with the 
boss. 

“If these cars won’t stand up 90 days, I’m glad to 
know it,” he informed the manager. “Three of the 
boys are figuring on new cars and maybe my experience 
will save them some money. At least I’ll do what I 
can to keep them out of trouble.” 

It was evident that this customer was certainly going 
to be a knocker—and a dangerous one. Two cars had 
been sold to his organization almost a year ago and it 
was reasonable to believe that several more should be 
sold before the first of the year. 

Even a compromise whereby the customer was to 
pay for the parts and the shop would stand the labor 
was indignantly refused. And, as it so frequently hap- 
pens, the charge was cancelled. And the shop paid, as 
usual. 

Now where does the fault lie? Such conditions as 
have been mentioned are all too common. It would be 
possible to cite dozens of similar cases. But for each 
one we print you probably know two from personal ex- 
perience. 

There is a way to reduce such losses.. We were going 
to say eliminate but that is too much to hope for. The 
way is to instruct all employees, and the salesmen par- 
ticularly, in just what the guarantee means and in what 
service means. All too frequently a salesman will prom- 
ise almost anything in order to make a sale. In other 
cases the salesman may say, “If you have any trouble 
just drive in and we’ll be only too glad to take care of 
you.” 

But what does he mean? The customer could take 
that as being almost anything: The salesman might 
honestly mean only what the guarantee covers. Any 
vague remark is extremely dangerous. It is natural 
for the customer to put the most liberal interpretation 
on it, while it is just as natural for the service depart- 
ment to put a very restricted interpretation on the 
remarks. Naturally a middle course is probably the fair 
one—but why be vague? 

A careful study of just what your organization plans 
to supply in the way of free service and just what must 
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be charged for should be made. Then all employees 
should be schooled so that they will understand the pol- 
icy of the organization. Nothing gives the customer 
that is inclined to be unfair a greater opportunity than 
lack of agreement between different departments. 

But with all the care that one can give, the unusual 
case will develop. Possibly a real defect develops after 
the car is well out of the guarantee. Possibly it is only 
good business for one reason or another actually to give 
something away. Each case must be considered on its 
merits. But if the sales department feels that it is 
good business to furnish a certain service gratis, the 
charge most certainly should be against the new car 
department. Certainly many shops provide for this 
but some do not, and in the latter it is hard indeed to 
show a profit in the shop: In some cases the shop is 
allowed exactly what it pays its men for certain free 
service job. That is better than nothing but if there 
is much such service the shop will be unable to carry 
its overhead. There are those who advocate giving the 
shop full credit for all work done, just .as though an 
outsider had purchased it. In the writer’s fears there 
is much to commend this plan. 

In the management of the shop, it seems to me that 
the service manager should be on an equal plane with 
the sales manager. If we are to settle this matter on 
the basis of relative volume of sales let us remember 
that in 1927 the value of new cars sold was $2,269,- 
056,222, while labor and service parts for the same 
period came to $2,042,000,000. In addition service items 
such as tires, replacements, fuels and lubricants added 
another $3,275,000,000 to the amount motorists bought 
in 1927. That would seem to be a good enough reason 
why the service manager should have a position of 
authority—equal to that of the sales manager. 

Still another reason: there is no one who knows the 
business who will argue that it is easier to sell service 
than cars. In this we mean sell service—not merely 
do what the customer demands. That being the case it 
is only fair, when policy adjustments come up, to confer 
with your service manager instead of directing him or 
instructing him, to do certain things. 

Such coordination of effort has proved worth while in 


many Cases. 
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A Thumb-nail 


ITH more than two hundred different kinds of insurance to choose from it is not 'Y 

expected that you can be familiar with more than a few. In fact it is pretty hard to 
find an insurance agent who has fully mastered more than fifteen or twenty different coverages. 
Specialists and experts have to be called into play to handle many of the insurance situations 
that arise in these days of business complexity. And yet the coverage you need most may be 
L one “you never heard of.” Why not file this article away for future reference? 
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INSURANCE Coverages 


By Clarence T. Hubbard 


HE automobile repair man, as a business 

man, should be familiar generally with the 

intent and purpose of all major forms of 

insurance. There are two good reasons for 
this; first, he should know what he is buying; sec- 
ondly, he should have a knowledge of the existence 
of such financial protection as he may at some time 
need. A “thumbnail” review of the more important 
policies which may at one time or another have in- 
terest to the automobile repair man is given below for 
reference—and for information: 

EXPLOSION INSURANCE—Known as “Simple Ex- 
plosion Insurance” covering damage to property from 
explosions of any cause excepting explosions from 
steam pressure, such as occurring m boilers and pipes, 
or explosions within automobile engines. Includes 
bomb hazard and damage from explosions occurring 
away from premises. Oil burner explosions covered. 
An explosion like the Pittsburgh gas tank from the 
distance and damaging property insured would be 
covered. Written as separate contract and not at- 
tached to the fire policy. Rates for automobile repair 
men, 15 cents a hundred with 50 per cent coinsurance. 
Plate glass damage limited to 10 per cent amount of 
policy. Policies written in same terms as fire policies. 

RENTS—INSURANCE—Insures loss of rents or 
rental income while quarters rendered untenantable 
by fire, windstorm, explosion or hazard insured 
against. Available only to property owners, not ten- 
ants. Can be written several ways—annual rental 
basis; whether property vacant or occupied; etc. 
Costs a little less than fire insurance. Valuable to 
automobile repair men if building is owned and rented 
out to others. 

LEASEHOLD—Reimburses for loss of leasehold in- 
terest due to cancellation favorable long term lease by 
fire, causing automobile repair shop owner to seek 
quarters elsewhere at higher rental than enjoyed 
under lease. Fire clause in building lease basis on 
which insurance is granted. Can also be written 
against cancellation of lease by fire, tornado, water 
damage, riot, earthquake and explosion. 

PLATE GLASS—Insures against loss or damage to 
plate glass, stained glass, desk glass, including letter- 
ing and ornamentation, due to accidental breakage. 

lass itself replaced instead of cash settlement as a 
rule. Excludes damage to frames, sashes or bars— 
cracks unless they go all through the thickness of the 
glass—also excludes damage from fire, earthquake, 
War or riot. Policy written for one year. Rates 


based on size of glass plate, location of risk, and value 
of lettering and ornamentation. 

WATER DAMAGE—Protects loss from. accidental 
discharge of water, also leakage due to faulty plumb- 
ing, or rain and snow admitted to building, the result 
of defective roofs, leaders and spouting. Does not 
cover flood damage, or water seepage, or when caused 
by fire, tornado, earthquake, explosion, etc. One to 
three year policies rated according to the age and con- 
struction of the building. 

BURGLARY (Mercantile)—Insures against loss of 
merchandise on premises by actual force or violence 
while premises are closed for business. Visible marks 
of thief’s entrance must be evident. Excludes loss if 
assured or employee implicated; or losses caused dur- 
ing fire or explosion (unless caused by burglars). Ex- 
cludes loss result of riot, invasion, strike, or loss to 
plate glass ornamentation. 

BURGLARY (Safe)—Insures loss of money, stamps 
and merchandise usual to business from safes or 
vaults. Entrance to safe or vault must be forcible 
through the use of tools, explosion, electricity, gas or 
chemicals. Excludes loss if employee is implicated, 
or by fire or explosion unless result of safe blowing; 
loss the result of safe or vault improperly closed. One 
or three year policies. Fireproof safes with combus- 
tion lock, constructed iron or steel and not less 
one-half inch thick require premium twice as much 
as for “burglar-proof” safe having steel walls one inch 
thick and steel door one and one-half inch thick, time 
lock. Discounts for watchmen, alarm systems. 

SPRINKLER LEAKAGE—Insures against all direct 
loss and damage from bursting or breaking sprinkler 
systems from freezing and accidental means excluding 
damage to the system itself. Policy one to three 
years. Losses subject coinsurance. Each risk rated 
individually. 

CHECK FORGERY—Insures automobile repair man 
against loss by reason of forgery or alteration on any 
checks, notes, bills of exchange or trade acceptances 
issued. Can be extended to also cover checks and 
drafts accepted. 

FIDELITY BONDS—Guarantees the honesty and 
fidelity of employee protecting employer from loss of 
money or other personal property through forgery, 
fraud, embezzlement. Where employer has six or 
more employees can be bonded under fidelity bond. 

USE AND OCCUPANCY—Interruption to earnings 
of business, meaning net profits and fixed expenses the 

(Continued on page 42) 
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Dodge EVOLVES 


ew «NMethod Based on 
Ideas Noow im Use 


By Lewis C. Dibble 


which is designed to assist its dealers in making 

their used car business an asset rather than a 
liability. The plan is based on the fundamental idea 
that used car merchandising is highly responsive to 
management. 

John R. Lee, general sales manager of the company, 
in discussing the plan, emphasizes the fact that the 
task of selling new cars has become almost entirely a 
replacement business; that new cars can be sold, usually, 
only as used cars can be taken in trade and, in turn, 
disposed of for a profit, or at least without loss. 

Dodge Brothers used car plan has been evolved from 
a careful analysis of satisfactory used car practice of 
a number of dealers and is administered by a used car 
department directed by W. F. Hufstader. Mr. Hufstader 
makes his headquarters at the factory where he devotes 
his entire time to supervising the activities of a force 
of field men who are constantly keeping in first-hand 
contact with used car practices. His department coun- 
sels with Dodge Brothers dealers who desire to apply 
the plan to their own used car operations. 

The main features of the plan include three steps: 
First, to increase new car sales by being in a position 
to give the prospect a definite proposition on his used 
car after the new car has been sold; second, to reduce 
used car losses by selecting used car purchases according 
to demand; and third, to control the used car business 
just as carefully as the new car business is controlled. 

The plan stresses the 
point that capital is re- 


Dmnic BROTHERS CORP. has in effect a plan 


reconditioning space. Thought is then given to provid- 
ing the right kind of man-power to take charge of the 
department, and last, the dealer is urged to advertise. 

It is recommended that even the smallest dealer have 
a separate used car organization. For a dealer selling 
from 50 to 100 cars per year this need be only a single 
man who is held responsible for appraising, trading in, 
reconditioning and selling of used cars. A display space 
suitable for at least 10 cars should be given this man 
to aid him in his selling efforts and he also should 
establish strong outside merchandising connections for 








quired for the used car 
business just as much 
as for the handling of 
new cars and each deal- 
er must be in a position 
to provide the capital 
necessary to supplement 
properly his new car ac- 
tivities. 

A dealer’s first need 
is to make a careful 
analysis of his particu- 
lar situation. He must 
determine first of all 
how many used cars he 
is going to handle, 
based on expected new 
car volume. Next he 
must provide a suitable 
home for the used car 
department, including 


day. 


Report). 








Dodge Buying Summary 


1 Study your market all the time to de- 
termine what makes and models 
you can trade in to advantage. 


2 Pay your new car salesmen right. 


3 Make business-like appraisals. 
4 Check your used car inventory every 
5 Study available information on mar- 


ket conditions (Used Car Inventory’ 
Control Form; Used Car Market 
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Dodge Reconditioning 
Summary 


1 Provide proper facilities. 

2 Employ qualified help. 

3 Schedule the — it up. 
4 Use Glassmobile Aids. 

a Use lacquer equipment. 


6 Recondition promptly. 





































Reproduction 
of Dodge 
Brothers book- 


the same _ purpose. 
For a dealer han- 
let on the han- dling from 100 to 200 
dling of used wysed cars annually 
cars. Excerpts it is recommended 
from the con- 
tents are re- that the general ex- 
printed in the ecutive mentioned be- 
a boxes above fore should have an 
A and below exclusive used car 
salesman to help him 
and should be provid- 
ed with a_ display 
space—either a show- 
room or lot — for 
properly displaying 
from 15 to 20 cars. 
Emphasis is laid 
on the importance of 
reconditioning cars 
promptly and if the 
regular shop force 
cannot do this a sep- 
arate used car repair 
force is suggested. 
Dealers handling 
from 200 to 500 used 
cars should have an 
exclusive used car 
manager with a force 
of exclusive salesmen 
—one salesman for 
about every 125 used 
cars to be sold—un- 
der his direction. Sell- 
ing connections 
should be made 
through garages, fill- 
ing stations, general stores, creameries, etc., which 





aid materially in disposing of used cars. 





An establishment of this size requires an exclusive 
used car salesroom entirely divorced from new car sales 
and space should be available for displaying from 20 
to 30 cars properly. Associate used car dealers as well 
as the other outside selling connections are advisable 
with such a large number of used cars to be sold. 

A separate force of mechanics should be provided for 
reconditioning work and to keep the used car stock in 
good running condition and of salable appearance. 

For still larger dealers in used cars the recommenda- 
tions of the last group are simply emphasized. When 
500 or more used cars must be sold it constitutes a real 
business and must be so organized. Exclusive sales and 
repair forces, regional showrooms, associate dealers and 
all the other essential elements of a large new car dealer 
establishment are required in the used car field as well. 

The Dodge plan advises the dealer to keep a perpetual 
inventory of his used car stock, not alone to control his 
stock, but to inform him what types of used cars 
are most marketable in his territory. His buying of 
used cars should be planned to obtain the right assort- 
ment of used cars by make, type and year of manufac- 
ture to insure quick turnover, and the best way to dis- 
cover which models should be included is to learn from 
inventory records which cars have sold best in the past. 


Reconditioning is Emphasized 


Reconditioning of used cars is emphasized in the plan, 
particularly in regard to their appearance, since it is 
certain that a used car buyer is usually just as proud 
of the appearance of the car he buys as is the purchaser 
of a new car. The mechanical condition of the car 
should be the direct responsibility of the used car man- 
ager who, it is suggested, should not rely entirely upon 
the shop foreman in this. 

The plan includes a perpetual inventory sheet to be 
distributed to dealers which provides space for all essen- 
tial information about each used car, including date 
received, date conditioned, make, year, purchase price, 
appraised and actual; reconditioning price, appraised 
and actual; sales price, appraised and actual, and a 
record of the number of days the car remains in the 
shop unsold. 

Throughout the plan emphasis is laid on the fact that 
the sale of new cars is based to a very large extent 
upon the success with which the dealer can handle his 
used car transactions and it points out time and again 
the value of giving the used car department very careful 
attention in all its activities, including appraisal, re- 
conditioning, advertising, selling and servicing. 

Dodge Brothers has developed a number of standard 
advertisements, both display and classified, which are 
being furnished dealers. 

Another feature of the plan is a monthly used car 
report which is compiled by Dodge Brothers and dis- 
tributed to all dealers. The country is divided into 
zones and all dealers report to their zone headquarters 
the prices they actually receive on all their used car 
sales. At the end of each month this information is 
tabulated and distributed so that dealers will have a 
better idea of what prices various models and makes 
of used cars are being sold for in their territory. 
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for fresh air and scenery. So I took her up Ute Pass 
where both air and scenery are. plentiful. But I didn’t 
let her drive. 

“On the way home I said, ‘Since you are so fond 
of the outdoors, I should think it would be better for 
you to have that convertible coupe. Then you can have 
the top down when you don’t need weather protection.’ 
She thought that might be just the thing so when we 
got back I took her out in the convertible coupe. It 
cost $400 more. I didn’t let her drive this time, either. 

“On the way in we got to worrying that she might 
not be strong enough to raise and lower the top her- 
self so I said, ‘I don’t know but that you’d better have 
a new roadster we just got in. That would suit you.’ 
So we got into the roadster ($1,615) and before we'd 
gone three blocks I let her have the wheel. That was 
all.” 

Another reason why everyone knows him as “Dave” 
is because he is always on hand whenever the public 
wants something done. It makes no difference whether 
it’s the swimming meet, the rodeo or the annual masked 
ball, Wallace is right in the thick of things working 
his head off and incidentally getting better known every 
minute. 

He never misses a chance to sell. He is continually 
milling around the shop to see if a likely prospect isn’t 
to be found. Usually there is. 

“Say that a man comes in to have his car repaired 
and he discovers that the bill is to be about $160. 
It makes him scratch his head and subconsciously he is 
wondering if the old bus isn’t getting pretty expensive. 
There is my chance. While the mechanic is going 
about finding out what the job will be, I am also wander- 
ing around the same car finding out how much it will 
be worth in trade. Perhaps we can give $700 for it. 
So I say to the customer, ‘You are going to have to 
spend a big sum to get your old car fixed up. I can 
allow you $700 on it, which is the same as $860, isn’t 
it?’ It usually works. 

“One day when I was hanging around the shop a 
man came in to have the battery on his Ford coupe 


CA bL L 


(Continued from page 25) 





Motor Age 





M E vA VY &’*’ 











attended. He was a dairyman and he had a box built 
on the back of the coupe to carry milk in. The car 
was used for both business and pleasure. I said, ‘While 
your battery is getting attention why don’t you take 
this used light delivery Ford truck out to try? In the 
meantime I’d like to show your wife’—she was with 
him—‘a coach.’ He didn’t want to make a change, he 
said, but I got him into the truck and sent him off. 
Then I put his wife into the coach. By the time he 
came back she was all for the coach and he was all 
for the truck except that he didn’t think it would be 
quite nice to take his wife riding in a truck. So I 
talked the economy of the truck and the necessity of 
getting pleasure out of a hard life. The next day they 
came back and took them both. 

“IT don’t think a salesman can overestimate the im- 
portance of selling the women and children. Sell them 
and the one who pays the bills is bound to fall in line. 
Youngsters, where there are any, come in for about 
50 per cent of my attention and they never fail me 
when I need them to clinch the deal. 

“When I am going out on a demonstration I always 
ask the lady, if one is going along, where she prefers 
to sit. If she chooses the back seat I make sure that 
she is on the right-hand side so that I can easily look 
at her when I am talking. If there are any children, 
I get them in front with me and when I’m not talking 
to the parents I’m keeping them interested. An off- 
hand remark like, ‘Well, it went over that hill nicely, 
didn’t it?’ registers.” 

Mr. Wallace holds that not enough attention is paid 
to first appearances. 

“T don’t mean in the way the salesman looks entirely,” 
he says. “It’s what you do and how your car looks. 
For example, when you go up to a house and ring the 
door-bell, what do you do while you’re waiting? Do you 
stand where you rang the bell so that the person opening 
the door has to peer to see who it is? Or do you, upon 
ringing, step to the other side of the door so that you 
can be seen immediately? It makes a whale of a lot 
difference.” 
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Ambler Autobestos display at N.S.P.A. Show. 








There are $40,000 worth of brake lining in this effective exhibit 
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Eliminating Transmission 


Grease Leak 


We have a Reo touring 1922 six-cylinder 
model with a grease leak at the rear of the 
transmission and around the countershaft. Can 
this grease leak be repaired without removing 
the transmission from the car? If so, please 
explain how. If the transmission must be re- 
moved please give operation and flat rate price 
including the parts. Also the fan is loose, 
having play between the engine and the radia- 
tor. What is the best way to fix this P— 
South Side Motor Co., Aurora, IIl. 


HE transmission countershaft bear- 

ing is bushed and if grease is leak- 
ing out it is probable that the bushing 
is loose. However, this bushing is cov- 
ered by a cap which should retain any 
grease that works through the bushing. 
If grease is actually coming out around 
the rear countershaft bearing, you can 
remove this cap and install a new one 
which will cure your trouble. If the 
grease is working down from the main 
shaft it invariably indicates that too 
much lubricant has been placed in the 
transmission. If that is the case, drain 
the lubricant all out, flush the trans- 
mission thoroughly with kerosene and 
after this has been drained off, refill 
it so that the level is not higher than 
the center of the countershaft gears. 
The fan on this model is carried on 
bushings. If these are loose the only 
thing to do is to remove the entire fan 
assembly and rebush it. 


What Will He Need? 


I have a 1924 Oakland, Model 6-54, that is 
coming in for an oil leak in the rear main bear- 
ings. The bearings all seem to be O. K., but 
I would like your opinion as to. whether I 
will need any parts to start this job. If I do 
I would like to get them before I open the 
engine.—Smith’s Garage, New Douglas, III. 





HE rear main bearing of the car 

in question has a very large oil re- 
turn drain and, therefore, if the rear 
main bearing in your case is leaking 
oil, we believe that it is so loose that 
it should be replaced. We would rec- 
ommend replacing both the upper and 
lower halves and you will, therefore, 
wish to order those parts. Of course 
you will need an oil pan gasket in 
addition to the small things, such as 
shims and cotter keys. 





Snubber Service. 


Can you tell me the proper method of clean- 
ing and greasing or servicing of strap type 
snubbers after several thousand miles of use? 
—R. M. Jewett, Berkeley, Calif. 


TRAP type snubbers of the type 
wherein the snubbing is accom- 
plished by friction between different 
layers or turns of the strap, can be 
serviced in the following manner: 
Remove the snubber and disassem- 
ble it. Entirely wash out all old grease 
and oil and accumulations of road dirt 
and dust and grit. With a wire brush 
remove any crusted matter that may be 
on the strap. 


Ford Chassis With a Buick 
Engine 

I am building a '-mile dirt track racing 
car using a Buick four-cylinder, Model 34 en- 
gine in a Ford chassis. I would like to get a 
little information on this engine as to r.p.m., 
piston clearance, valve timing and horsepower. 
—Howard J. Mueller, 100 Heath St., Buffalo, 
Mm Be 





HIS engine has a bore and stroke 
of 3% in. x 4% in. This gives a 
total displacement of 170 cu. in. and 
a rated horsepower of 18.23. The tim- 


ing of this engine is as follows: 
Inlet valve opens 22 deg. 10 min. after top center 
Inlet valve closes 45 deg. 10 min. after lower center 
Exhaust valve closes 9 deg. 10 min. after top center 
Exhaust valve opens 53 deg. 50 min. before lower 
center. 


The original equipment of this en- 
gine includes cast iron pistons and we 
would suggest that for racing pur- 
poses you fit this with special al- 
loy pistons to the clearance recom- 
mended for the particular pistons that 
you select. Another thing that you 
can do to speed this job up is to plane 
possibly as much as % in. off of the 
top of the cylinder-block to raise your 
compression. If you find that any- 
thing interferes with the action of 
the engine after this much has been 
planed off you can compensate for this 
by using an extra cylinder-head gasket. 





Durant Timing 
I have a Model A-22 Durant 4, on which 
the timing gears have no marks. The car runs 
nicely, but I would like to have the valve 
timing just to be sure.—H. J. Conard, Gen- 
eral Repair Shop, Eureka, Kansas. 


HE timing of the Durant A-22 

calls for the inlet valve opening 
at 16 deg. after top center and closing 
52 deg. after lower center, the exhaust 
valve closing 16 deg. after top center 
and opening 40 deg. before lower cen- 
ter. The tappet clearance on both in- 
take and exhaust should be set at .008 
when the engine is at room tempera- 
ture. 


Clogged Muffler Checks 
Speed — 


I have a 1926 Hudson car with engine No. 
28375. The top speed of this car was 53 
miles an hour until my mechanic retarded the 
camshaft one tooth from where it was and we 
are now able to get 58 miles an hour out of 
it. We know that this is not right yet. The 
car lacks pickup, but it is better now than it 
was before—A. M. Sturm, St. Paris, Ohio. 


T is quite possible that the poor per- 

formance of your car is caused by 
excessive back-pressure resulting from 
a clogged muffler. We would suggest 
that without doing anything else to the 
car, you try it out on the open road 
with the muffler removed. This car 
should easily give you in the neigh- 
borhood of 65 miles an hour and under 
favorable conditions may do a little bet- 
ter than that. We assume, of course, 
that your brakes are so constructed that 
the wheels turn freely. Also, for high 
speed work, it will be an advantage if 
the tires are pumped about ten pounds 
harder than you usually carry them. 





Leak Not in Gaskets 


We have a Nash special six coach, 1925 
model, that persists in losing oil at the rear 
crankcase felt and nothing we can do seems to 
stop it in the least. We have installed four 
separate sets of gaskets, but so far with little 
or no success. We even added a layer of felt 
such as is used on the Ford transmission cover 
at the front. The last time we soaked both the 
regular Nash felts and the Ford transmission 
felts in orange shellac and let the car stand 
24 hours before it was started, but when we 
did start it, the leak was still there. We aré 
surprised that our customer still stays with 
us and lets us experiment with this and we 
hope that you can give us an answer that will 
make him glad that he stayed.—Percy F. 
Hanes, 1408 E. Seventy-third St., Chicago. 


HE reason that your perfectly good 

job of installing gaskets did not 
stop the oil leak is due to the fact that 
the oil leak is not at the gasket. Your 
trouble is in the rear main bearing 
which should be replaced. There is an 
exchange proposition on these caps, al- 
though we cannot give you the details 
on it. So, would suggest that you see 
the nearest authorized Nash dealer and 
arrange to exchange this cap for the 
type that has the square drain hole in 
it. In installing the new cap with the 
square drain hole, be careful to see that 
the lip on the new cap does not touch 
the crankshaft and your oil leaking 
trouble will be over. 








Oil Leaks from Engine 


We have an early model Pontiac that is 
giving us trouble with oil leaking from the 
front end of the engine. A number of things 
have been tried on this car, but they do not 
give relief. What is the answer to this prob- 
lem.—S. E. ‘Hursh, Hursh Garage, Ray, N. D. 


EVERAL things are probably caus- 

ing the oil to work from the front 
end of your engine. One possibility is 
that the oil return drain hole from the 
timing chain compartment to the crank- 
case is plugged up. This hole is behind 
the cam gear and may be covered with 
a timing gear cover gasket. To check 
up on this, pull the cam gear and check 
to see that the gasket is not covering 
this hole. We would also suggest that 
you remove the engine front cover and 
lay it face down on a level bench and 
fill it with gasoline up to the level of 
the flaired portion. You may find that 
in the flairing process this part was 
cracked. If it is cracked it should be 
soldered or brazed. You may also find 
it helpful to put a thin shim or washer 
behind the oil slinger on the front of 
the crankshaft to move it closer to the 
front cover. It is also possible that the 
screen in the breather is clogged up, 
thus causing the breathing action to 
take place through the front of the 
engine, with the result that oil is 
thrown out. ~ 


A Mysterious Thud 


I have come across some trouble on which 
I would appreciate your help. The problem 
is in connection with a Chrysler 70 coupe, 
1926 model. About a year ago this car had 
a bad collision in the front end and was re- 
built. Recently it came to me to be tuned 
up and be put in shape and this is what I 
found. Up to 45 miles an hour the engine 
runs very smoothly, the pick-up is good, but 
from 45 miles an hour up she develops a deep 
thud in the front of the engine. This sounds 
very much like a loose main bearing. Do you 
suppose that that crack-up a year ago could 
have sprung the crankshaft from the balance 
wheel to the first bearing? If so, why wouldn’t 
we get a thud at all speeds? The owner does 
not want to have to pay for pulling the shaft 
out unless it is necessary. If you are of the 
opinion that the shaft is sprung, please advise 
just what can be done to put it in good con- 
dition.—H. G. Fayne, North Haven Garage, 
Sag Harbor, N. Y. 


E rather doubt if the collision 

has sprung your. crankshaft, 
though if it has the only way you can 
check it up is to remove it, place it be- 
tween centers, and with the aid of a 
dial gage check each main bearing 
journal. You might try a little pene- 
trating oil on the vibration damper on 
the front of the crankshaft. It is pos- 
sible that this is sticking and causing a 
noise. The way these dampers are 
generally checked is to draw a chalk 
mark across the face when the engine 
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is at rest. Then starting the engine up 
it should be suddenly accelerated from 
a low idling speed and then shut off. 
The chalk mark should then be investi- 
gated to see if the two parts of the 
damper have changed their relative 
position. If they have not, the damper 
is sticking and should be removed and 
inspected providing penetrating oil does 
not free it up. Still another very prob- 
able cause of the noise in your car is a 
loose timing gear on the camshaft. Of 
course you would not be able to short 
out such a noise and the only way to 
check up on this possibility would be to 
remove the engine front cover and in- 
vestigate the tightness of the gear. 
Another possibility is that the entire 
engine is loose in the frame, though 
this would show up as a thud or vibra- 
tion—possibly both—at practically all 
speeds when accelerated. You might, of 
course try dropping the engine pan and 
clamping a dial gage with its contact 
against the crankshaft. Then with a 
jack or lever, force the shaft up and 
down and note the total looseness of the 
shaft in the bearings. Of course, in 
making this check you have an oil film 
to consider. If the up-and-down motion 
of the shaft does not exceed a total of 
-002 to .003 in., the main bearings are 
probably all right. Let us know how 
you come out. 








SHOP KINKS 
Yeas that have proved useful 


1 tee tighten up: the oiler 
at the rear end of the 
generator on the last of the 
Model T Ford cars was 
practically impossible be- 
cause of the closeness of 
the intake manifold. This 
can be done, however, by 
sliding the oiler sleeve back 
and inserting the head of a 
large cotter key in the oil 
hole opening. With this as a 
handle, the oiler can be 
screwed up tight.—Gordon 
Flygare, Havre, : Mont. 
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Squeaking Clutch 


I have a Pontiac 1927 model that squeaks 
every time I push in the clutch. I have 
taken the clutch out several times and greased 
the bushing in the flywheel and also the clutch 
collar. This seems to help for about 50 miles 
or so and then it starts the same thing over 
again. I also put a new bushing in the fly- 
wheel, but this didn’t make any difference. 
What would you advise me to do?—Oscar 
Christenson, P. O. Box 191, Stanley, Wis. 


HE new ears, that is, the 1928 

model Pontiac, are equipped with 
a ball type throw-out bearing in the 
clutch. This entirely overcomes the ob- 
jectionable squeaking of this part. The 
entire noise comes from the throw-out 
bearing and not from the clutch pilot 
bearing in the flywheel. About the only 
thing you can do is put up with this 
roise unless you want to spend $35 or 
$40 in putting in the new type ball 
bearing throw-out. The installation of 
this part requires the renewing of the 
flywheel and many other large pieces, 
and unless you find the squeaking very 
annoying, we doubt if it would be 
worth your while to go to this expense. 
It might be worth your while to try a 
new clutch throw-out bearing of the 
present style, as it would probably re- 
lieve this squeaking for a long while, 
though of course, it would not be so 
permanent as the new ball bearing 
style that is now in production. 





Valves Burn Up 


We have a 4-cylinder 1925 Maxwell that 
is bothering us by burning up all four ex- 
haust valves. We are having no trouble with 
the intake valve. We have set these valves 
with .010 to .012 clearance and even that has 
not helped the difficulty. We have used ex- 
haust valves that were guaranteed not to burn 
up, but they have been no better than the 
cheaper valves. Any information that you can 
give us will be much appreciated.—I. W. 
Crum, 2336 E Street, Granite City, IIl. 


F course we would not expect you 

to be having trouble with your 
intake valves as they are constantly 
cooled by the incoming gas. There are 
several possibilities for your trouble. 
Weak valve springs might be causing 
your trouble and we would suggest you 
compare the car’s present springs with 
a new set and if you find the new ones 
to be stronger, put them in. Wider 
seats will help dissipate the heat of the 
valve head to the block. While on this 
subject of seats we might also suggest 
that you check to see that the valve 
heads have not been refaced to the ex- 
tent that a very sharp edge is left. A 
sharp edge would overheat and begin 
the burning that is causing you this 
trouble. You might also try operating 
this car with a little richer mixture. 
You will probably recall cases of over- 
heating and valve burning caused by 
just this one thing of too lean a mix- 
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ture. If you send one of the guaranteed 
valves back to the manufacturer, he 
could probably tell you what is causing 
this trouble and we believe this would 
be well worth your while. 





This Car Detonates 


I have a 1927 Pontiac that has run 6000 
miles and the valves have been ground a cou- 
ple of times. In this car there is quite a 
clink when I push the gas down quickly or 
pull hard on a hill. I know the valves and 
ignition timing are O.K. Please tell me what 
can be done to stop this, other than using 
anti-knock gas. Anti-knock gas does stop 
the clinking.—Oscar Christenson, P. O. Box 
191, Stanley, Wis. 


HERE are several things that you 

can do but they are likely to re- 
sult in reduced pep. You might try a 
slightly richer mixture, as this is quite 
effective in reducing detonation. Re- 
tarding your spark a little may prove 
helpful. An extra cylinder head gas- 
ket is sure to reduce the clinking that 
you refer to. There is a possibility that 
your pistons have worn a bit and what 
you hear is piston slap. If that is the 
ease and the trouble is annoying to you, 
the cure obviously is to get over-size 
pistons. 


Main Brushes Loose 


| recently repaired one of the generators 
on a Dodge Victory Six. It has a conven- 
tional third-brush regulation. I had it go- 
ing O.K., but what puzzles me is the regu- 


{READERS’ 


| movable. 


to the brush holder ring so that the whole 
assembly moves when regulating the charge. 
Can you explain the action of this kind of 
generator? I understood the shifting of mag- 
netic fields on ordinary third-brush machines, 
but how is this one worked?—Oklahoma 
Reader. 


HE generator referred to is a 

conventional third-brush machine 
of North East manufacture. When in 
proper condition, the two main brushes 
should be in the neutral plane and im- 
The third brush holder moves 
on the brush ring by means of a small 
pinion and eight teeth cut in the holder. 
It is held in position by two spring 
clamps. If the entire assembly moves 
it indicates that these spring clamps 
are sticking and that the assembly is 
loose in the end bracket. This is not as 
it should be. It will be necessary to 
tighten your brush ring to the end 
bracket and free up the clamps in order 
to have this machine correct. 





Victory Six Wiring Diagram 
I would like to have a wiring diagram 
of the Dodge Victory Six.—Edward Ander- 
son, 464 S. Avon Ave., Phillips, Wis. 
N page 43 of the March 8 issue of 
Motor AGE we showed this dia- 


- gram. However, for your information 


and for the benefit of those who may 
have missed this before, we are glad to 


CLEARING HOUSE] 








High Oil Consumption 

We have a Dictator, Studebaker Six, Serial 
No. 1413029 that uses considerable oil, about 
YY, gal. in. 100 miles... The compression is 
good and I can’t believe the car is burning 
this oil, as it has only 11,300 miles to its 
credit. Just back of the fan stand is a whole 
which the owner stopped up with a cork. I 
think perhaps this had something to do with 
the crank case ventilation and if the passage 
between the timing chain crank case were 
stopped, the back pressure from pistons would 
force this oil out the ventilator tube. I shall 
appreciate anything you can suggest that will 
help solve this at. once. The owner drives 
the car hard.—T. L. Rivers, Mitchell Auto 
Co., Magnolia, Ark. 


HE little hole referred to you will 

find to be % in. iron pipe size. If 
you will get a % in. iron pipe elbow 
and screw it into the hole, you will find 
that this will reduce the amount of oil 
that works out at this point. This will 
result in the opening being in the same 
plane as the draft from the fan, and 
consequently the fan action will not 
siphon oil from the crankcase. On this 
particular car it is also very impor- 
tant to have the choker carefully ad- 
justed so that in the open position (that 
is with the dash control down) there is 
absolutely no choking action. If there 
is the least choking while driving there 
will be considerable dilution. Diluted 
oil will, of course, consume much more 
rapidly than oil in good condition and 
this suggestion may be worth while con- 
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Useful Shop Equipment 

















Brake Drum Grinder 

HE new Type “A” Automatic Riess 

Brake Drum Grinder has lathe 
turning tool and special attachment for 
spoke cutting in wheel changeover work. 
This grinder is driven by a 1 hp. motor. 


CONNECT TO POWER LINE 
220 VOLT PREFERABLE 


1 H.P. GRINDING MOTOR 
E No. 10 W 



















ARBOR AND all 


ATTACHMENT 
SET SCREWS 


CUTTING ~*~ 


TOOL “~~, 
os 


TOOL TURNING 
ATTACHMENT 


ADJUSTING SCREW 





AUTOMATIC FEED 
REVERSING STOPS 


REVERSING LEVER 





BOLT SECURELY 
TO FLOOR \ 


Every control is within easy reach and 
the operation is simplified extremely. 
Either internal or external surfaces of 
brake drums can be ground without the 
need of moving the tires from the wheel. 
It sells for $600 with 110 or 220-volt, 
60-cycle motor, and is a product of Riess 
Mfg. Company, Kokomo, Ind. 





New Expansion Reamers 
HE new floating pilot spiral ex- 
pansion reamer and a floating pilot 

spindle body reamer for reaming steer- 
ing knuckle bolt bushings are now 
available for distribution. The senate 








pilot feature on the piston pin reamer 
locks up the work in perfect alignment 
before reaming is started, assuring an 
accurately aligned job. It is made with 
a double end taper which therefore ad- 


WATER POT FOR WET GRINDING 


REVERSING LEVER 


t/ 3H P. DRIVING MOTOR i 
———Tine€,  * which would dull the 


justs itself to any size bushing within 
range of the reamer. The floating pilot 
is also, effective in lining up for reaming 
connecting rod bushings or any other 
single bushing job. Another unique 
feature of this reamer is the self-feed- 
ing section on the front 
part of cutting blades, 
which breaks up hard, 
glazed surfaces in used 
bushings and also pulver- 
izes soft, stringy metal 


reamer. The reamer is 
made with 16 flutes which 
produce a round, smooth 
hole with maximum bear- 
ing surface. 

The Spindle Body Ex- 
pansion Reamer, for ream- 
ing steering knuckle bolt 
bushings, is made special 
length with floating pilot, 
which has solved the diffi- 
cult problem of reaming 
these two widely separated 
bushings in accurate 
alignment. These ream- 
eR ers are made by Reiff & 
ARGORS, CONES Nestor Co., Lykens, Pa. 


MOUNTING 
BENCH 


a 


Battery Charger 
HIS is a new double-duty garage 
type battery charger that has a 
capacity of from one to thirty, six-volt 
batteries at a 6-ampere rate, or from 





one to fifteen batteries at 12 ampere 
rate. The G-30 Charger has two cir- 
cuits; two ammeters; individual rheo- 


wn Stat controls, and separate switches and 
a automatic cutouts in each circuit. This 


enables the operator to charge batteries 
in one circuit at the 6 ampere rate, 
while at the same time he can charge 
batteries at the 12 ampere rate. Price, 
with Tungar bulb, $120. It is made by 
Valley Electric Company, 4515 Shaw 
Ave., St. Louis, Mo. 


Truck Valve 


N appearance the Boyle Truck Valve 

is the same as their present valve 
but instead of being composed of two 
pieces, that is, head and stem separate, 
the new valve will be made of one 
piece. A slit will be forged into the 
periphery of the valve, extending in- 
ward 3/16 of an inch, thus giving the 





characteristic Boyle action to this new 
valve. The price varies with size of 
valve. It is made by Boyle Valve Com- 
pany, 1521-3-5 So. Ada Street, Chica- 
go, Ill. 


Electric Drill 


O meet the needs for a higher 

speed, light weight %-in. porta- 
ble electric drill, this company is now 
regularly producing two. One of these, 
known as the 4-in. Special Direct Drive 
Drill operates directly on the armature 
shaft at a speed of 10,000 rpm. It 
weighs only four pounds. The other is 
known as the 4-in. Special Gear Reduc- 
tion Drill and operates at 2000 r.p.m. 
and is but % of a pound heavier. A 





new feature of these drills is their key- 
less chucks. They sell for $25 and $28 
respectively, and are made by The 
United States Electrical Tool Co., Cin- 
cinnati, Ohio. 
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Storage Batteries 
®, TO salvage of any kind is used in 
i Powerfield Batteries; both the 
lead and lead oxides are from the Na- 
tional Lead Co.’s laboratories. Port- 
Orford separators are used. All batter- 
ies are put up in rubber containers. 
Batteries are made in all popular sizes, 





both for automotive and radio service. 
They are manufactured by the Advance 
Battery Mfg. Company, 227 E. Lee 
Street, Louisville, Ky. 





Power Repair Bench 

ANY light power tools are com- 

bined into one unit in the new 
C-O repair bench made by the Canedy- 
Otto Manufacturing Co. of Chicago 
Heights, Ill. The power motor is so 








mounted that it can be connected to 
the lathe, valve refacer, or swung 
around and used for drilling. This 
complete power tool bench sells for $188. 





Dot Electric Lubricator 
HE Dot Electric 
Lubricator oper- 

ates from the light 

socket and is controlled 
at the nozzle, develop- 
ing a pressure of from 

2200 to 3000 pounds. 

The tank has a grease 

capacity of 21 pounds 

which may be filled 
either through the top 
by hand or through the 
base by means of the 
barrel pump and the entire unit is 
mounted on two wheels and two cas- 
tors. The electrically operated air 
pump is driven by a Westinghouse mo- 

tor and creates a pressure of from 65 

to 80 lb., insuring a dependable deliv- 








ery of grease to the grease pump. The 
price is $155. It is made by the Dot 
Lubrication JVivision, Carr Fastener 
Co., 31 Ames St., Cambridge, Mass. 


New Tire Tool 


HIS is a complete tire-change tool 

combining an extra strong all- 
steel hammer for loosening rusty rim 
bolts and an improved socket wrench 
which will remove nuts quickly and put 
them back to stay. In addition to act- 
ing as a hammer and wrench, the tool 
is designed to function as a tire iron 
and will pry off tire rims. As the han- 
dle is graduated, it is also used as a 





Coupling Clamps 
DEAL -Coupling 
Clamps are made 





for water ‘pumps, @ 
generators and mag- 
neto shafts. They 
are made of heavy 
cold rolled strip 
steel, %-in. wide, 
and have_ smooth, 


round edges to prevent cutting the hose. 
They come complete with bolt, nut and 
lock washer and are cadmium plated. 
The price per hundred, with bolts, 
ranges from $20 for the 1% in. size to 
$25 for the larger sizes up to and in- 
cluding 1% in. They are made by Ideal 
Clamp Mfg. Company, Inc., Brooklyn, 
Bw. TF. 








GRIFFITH TOOL WORITS 
iH} FAT. FEND ' 











Hlama-Rencn No.2 


gasoline gage. Made in two sizes, No. 
1 designed for % in. rim bolts, weight 
2 lb., length 13% in. over all and No. 2, 
which is the same 
as No. 1 except 
that the hammer 
head is made with 
stem post for 
mounting interchangeable socket 
wrench caps. It is equipped with 
13/16 in. as well as % in. sockets. The 
No. 1 sells for $1.25, and the No. 2 for 
$1.50. Griffith Tool Works, 529 Com- 
merce St., Philadelphia, Pa., are the 
manufacturers. 


Piston Pin Burnishing Tool 
HIS new Universal tool offers the 
service station a new type of tool 

for burnishing piston pins when mak- 

ing new installation. Simple in design 
and construction it does the work as 
quickly and efficiently as some of the 
more complicated and expensive tools 
which have been used for this purpose. 
This tool, K-268, is clamped in a vise, 














| 
pin slid on and tapered nut turned up 
tight. The piston is then forced over 
the pin and turned back and forth. This 
tool is made of heat-treated steel and 
weighs one-half pound. 

It is manufactured by the Kent-Moore 
Organization of Detroit and Kalamazoo. 





Anti-Skid Chains 
NEW center link has been devel- 
A oped for the new Protex chain 
which together with better workman- 
ship, better material, better design re- 





sult in a chain giving greater service. 
Owing to the flat surface of the chain 
in contact with the tire, threads, cuts 
and bruises are prevented. These 
chains are made by Protex Chain Com- 
pany of Waynesboro, Pa. 


Lok-Jaw Pliers 


NEW tool, 
called the 
Lok-Jaw Pliers, is 
being made by The 
Lawson Mfg. Co., 
of 2720 E. 58rd 


Street, Cleveland, 
Ohio. The pliers 
are 8 in. in size 


with jaw opening 
of % in., which are 
made of forged 
steel, hardened and 
tempered, while the 
handles are of 
pressed steel with 
knurled grips. The 
manufacturer 
claims that when battery terminal nuts 
become corroded in place and the cor- 
ners rounded so that no wrench will get 
hold, if a pair of these pliers is applied 
that the grip will either loosen the nut 
or twist off the bolt. The same satis- 
factory results may be accomplished if 
applied to. a loose nut or bolt head in an 
out-of-the-way place. The price of the 
Lok-Jaw pliers is $3.00. 
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A THUMB-NAIL REVIEW OF INSURANCE COVERAGES 





result of fire, tornado, earthquake, sprinkler leakage, 
etc. Policy generally written for so much a day— 
known as the per diem—though new recent policy per- 
mits insuring gross amount on coinsurance basis. 

WINDSTORM—Shop and contents insured against 
loss or damage from violent winds. Plate glass in- 
cluded but unless 100 per cent coinsurance glass pro- 
tected only in proportion that value of glass bears to 
value of building. Latest policy innovation permits 
tornado policies assume fire damage the result of tor- 
nado if fire policy is voided. 

BUILDERS’ RISK—Protects new construction from 
fire loss until completed. Automatic form available 
permitting the reporting of values monthly, making 
unnecessary to keep adding to your policy. 

FIRE INSURANCE—Straight fire insurance pro- 
tects against property damage caused by fire. 
This standard policy excludes losses by explosion, un- 
less fire follows, also losses from tornado, earthquake 
and riot. Fire policies should be concurrent as to 
coinsurance, forms, etc. 

COMMERCIAL AUTOMOBILE (Liability )—Insures 
against loss or expense resulting from claims on 
account bodily injuries or death the result of operation 
ownership including loading and unloading of your 
automobiles. Commercial cars not permitted to carry 
passengers. Does not include accidents to employees. 

COMMERCIAL AUTOMOBILE (Property Damage) 
—Protects against claims from damage to property 
of others. Car cannot be rented or operated by any- 
one under age or used for towing any trailer under 
this classification. | 

AUTOMOBILE COLLISION—Insures loss or dam- 
age to the automobile insured when caused by acci- 
dental collision with another object excluding damage 
by fire or damage to tires unless collision also caused 
other damage to cars. Likewise excludes damage to 
robes, wearing apparel. 

AUTOMOBILE FIRE AND THEFT—Loss the result 
of fire and lightning wherever car operated, including 


(Continued from page 33) 





SE 


also when car is transported in any conveyance by 
land or water. Also loss caused by stranding, sink- 
ing, collision, burning, or derailment of such convey- 
ance. Excludes theft of operating equipment unless 
specially included. 

REGISTERED MAIL—AIll losses due to registered 
mail shipments other than delay or dishonesty of em- 
ployees. Packing and sealing of packages have to be 
witnessed by two employees until registered at post 
office. Policy issued on reporting basis with premium 
adjusted at intervals. Deposit premium generally re- 
quired. 

WORKMEN’S COMPENSATION—Indemnifies in- 
jured employees for injuries occurring during course 
of employment. Requirements vary in states mak- 
ing it mandatory for employers to carry this form 
when having from three to five or more employees. 
In five states, North and South Carolina, Florida, Ar- 
kansas and Massachusetts, form of insurance not man- 
datory, but can be obtained under Employers Liabil- 
ity policy. In state of Ohio must be written in State 
Fund. Compensation Boards decide adjustments. 

DEFERRED PAYMENT—Covers merchandise sold 
under partial payn€nt plan for seller’s interest only 
or both buyer’s and seller’s interest. Monthly re- 
ports submitted to insurance companies of unpaid 
balances which represent the liability, and premium 
is charged for at an average rate with an advance 
provisional premium. No longer covers merchandise 
in transit, which must be insured separately. It 
covers merchandise in the custody of purchaser against 
loss by fire. 

PATENT INSURANCE—Insures salesmen, as well 
as inventors, either separately or jointly, against 
claims brought for infringement on patents. Auto- 
mobile repair men selling such articles are subject 
to suits as well as purchaser or inventor. Not writ- 
ten generally by insurance companies, but available 
through one or two specialty organizations with rates 
ranging from one to ten per cent. 





A Source of Shop Profit 
By J. E. GorrLicu 


NE of the most important yet most often over- 
() looked parts of the motor is the muffler. Perhaps 

you haven’t thought of the muffler as a motor 
part but it can hardly be classed otherwise. 

By acting as an expansion chamber in which the com- 
pressed exhaust gases are permitted to expand, the 
muffler serves a two-fold purpose, or rather the sudden 
expansion of the gas produces two results; the muffling 
of the motor’s explosion and the reduction of back 
pressure which, as every mechanic knows, is a retard- 
ing agent to both the power and speed of the motor. 

To get the highest efficiency from a motor is impos- 
sible unless the muffler is functioning properly. A 
muffler clogged with carbon, scale, etc., or one which 
does not provide sufficient expansion space for the ex- 
haust gases creates a back pressure: which acts as a 
weight against the pistons on their upward travel. This 
results in a condition akin to driving with the brakes 
on and is often responsible for stalling, hard starting 


and other conditions which the mechanic associates with 
improper carburetion, faulty ignition, excessive carbon, 
leaky valves or some other cause. 

Hours have been spent by mechanics in removing 
carbon, grinding valves, adjusting carburetor, filing 
points, cleaning spark plugs, retiming, etc., only to find 
that the motor’s performance had improved but slightly. 
Sometimes the motor was completely reconditioned 
without material improvement and then somebody 
thought of the muffler and after removing it found that 
the motor performed perfectly. Because of the un- 
necessary work previously done, either the shop lost 
money or the cost to the customer was excessive. 

Of course a partially clogged muffler will eventually 
make itself known because it will continue to clog until 
the exhaust gases can not pass through and the muffler 
blows out. But by looking at the muffler first the wise 
mechanic can save his time and the customer’s money 
by replacing it if found defective. 
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Prices, Weights and Equipment of CurrentPassenger Car Models 
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“191” Bp — He —,: po 4p. G.G. Rdster.| 1195]. ./2935|Beghjkimapr 
4 S e *eee 
3p. Bus — _ Fhaston.. “9 7p. Sedan... ..| 4675 5p. Sedan.. ..... 995] 2|2800/¢har 
4p, Spee. Coupe. > - Bienns 7p. Limousine... .| 4875 2-4p. Coupe. 1045) . ./2800ighnr 
bp. C. C. Sedan. ty we — ag bo p. Sedan....... 1095) 4)2875|ghor 
5p. — becseee Sto Town Sots eee ** 
5p. Phaeton... .. on Con. C DUR 
7p. Touring..... p. Von. Loupe ee a RANT FORD “‘A” 
. oa 5p. — LS . 13430 a Four” 2-4p. Roadster. .| $385) 2 2066 
5p. C. C. Sedan. - mp. aA sane Roadster ..}| $595). 5p. ‘Phaeton. 395} 4 2150 Bgnr 
4p. Conv't. Cpe. ; oe - — aeghimnrwx -DeL. Rdstr..| 675). 2p. Bus. Coupe..| 495) 2 2170 Bghor 
Geen Oh 9 ee aeghimnprtx ee. “epee 595 5p. Tudor Sedan} 495) 2 2336 Bg 
7D, lee p =. a 4250 aeghimnprtx Bp. Sedan.. 595 2-4p. Spt. Coupe.} 550) 2 2223 Behnr 
7p. tg 4 own _ 4140 aeghjlmnprtx || 5p. Sedan 695 2p. Std. Coupe..} 550 22220 Bghnr 
p. Sedan ; 4285) aeghimnprtx |} ...DeL. 775 5p. Fordor Sedan| 625 \ 4 2386 Bghor 
- KEY TO SYMBOLS 
*—Italic denote shi 
= shipping — Seemate optional. i—Trunk and trunk rack. e—Car heater. v—Vanity set. 
A—Wood wi Sniecfthanee ava a rent taf - ae 
a— heels. — and rear bumpers. Ss tire lock. 
B—Wire wheels with spare. —Front bum eg heer length. 
lien elena a +o al m— heat indicator. Vanity and smoking oot §—Prices on application: 
C—Optional wheels with spare. E—Avtomatic windshield wiper. si — oe 








































































Prices, Weights and Equipment of Current Passenger Car 





Models 


Motor Age 






































































































































ers , = Passengers | = Passengers > Passengers wl = 
3 © <i Standard a S g 3 . = Standard and S g = 2 Standard i. 3 F <3 =) Standard 
ee oe 3 2 =| Equipment | Model ie |S \2| Equipment woaet ao i 2 =| Equipment |S |2B| Equipment 
FRANKLIN HUPMOBILE | LINCOLN | MARMON 
“Series 12 B’ “A-6” “<3” “68 
119° W.B. 5p. Phaeton.. .|$1425 2p. Spt. Rdster. . |$4600} 2/4700|aegkinprx 2-4p. Roadster . .|$1565 
3p.Coupe....... 2625}. . 2-4p. Sportster. .| 1435 2-4p. Club Rdstr.| 4600) . ./4740\aeghkInprx 5p. Sedan....... 
4-5p. Vie. Bro’m.| 2760}. . 7p. Phaeton... .| 1455 7p. Spt. Touring.| 4600) 4/4940\aegkinprx 4p. Vic. Coupe. . 
5p. Sedan....... 2790) . . 5p. Sedan 2d... .} 1345 4p. Spt. Phaeton.} 4600) 4/4910{begjkinprwx |] 2-4p. Coupe. .. 
5p. Ox. Sedan. ..| 2790]... 4p. Coupe. ..... 1385 4p. Coupe...... 4600) 2/4805|aegkInprx “78” 
5p. Spt. Sedan. .]| 2910). . 5p. Sedan... .... 1395 4p. Sedan....... 4/4930) aegikinprx 2-4p. Roadster. . 
3-5p. Con’ vt Cpe. 2p. Cabriolet. .} 1475). 5p. Sedan....... 4800} 4|5010laegkinprtx 2-4p. Coupe. ... 
128” W. “M-3 2p. Coupe...... 5000] . . |4720/aeghkInprx 4p. Vic. Coupe. . 
2-4p.Sp.Runab’t.| 2975]. . 5p. “nel -| 1905). 7p. Sedan.. ..... 5000} 4|/5050\aegkinprtx || 5p. Sedan....... 
5p. Sp. Touring..| 2975). . 2-4p. Sportster. .| 1915}. . 7p. Limousine...| 5200] 4/5165laegkinprtx “E.75” 
7p. Touring.....} 3060}. . 7p. Phaeton... ..| 1935). . 4p. Beriine.. .... 5500}. ./5070\aeghkinprx 2p. Speedster 
7p. Sedan....... 2980}. . 5p. Sedap, 2d...| 1826 7p. Limousine.. .| 6000}. .|5380|aeghkInprx || 4p. Speedster 
7p. Ox. 6 .| 2980}. . 4p. Coupe...... 1865) . . 7p. Brougham...} 6500]. ./5025|aeghklnprx 5p. Phaeton.. 
7p. Limousine... | 3080}. . 5p. Sedan, 4d...} 1875 6p. Ber. Landau.} 6540). .{5090|aeghkInprx || 7p. Tour. Speed. 
2-4p. Cabriolet. .} 1955 7p. Cabriolet... . .| 6600]. .|4985jaeghkInprx 2p. Coupe Rdstr. 
5p. Town Sedan.]..... 7p.LeBaronCab.| 7000]..|5165|aeghkinprx || 5p Town Coupe. 
7p. Holbrook Cab} 7200}. .|5205laeghkinprx 2p. Coupe. ..... 
7p. Collap. Cab | 7300]. ./5140jaeghklnprx 4p. Victoria... . 
5p. Brougham... . 
GARDNER 5p. Sedan....... 
“120” 7p. Sedan....... 
4p. Roadster. . . -1$1395 5p. Cus. Sedan. . 
5p. Sedan....... 1595 7p. Cus. Sedan. . 
2-4p. Coupe. ...] 1495 JORDAN 7p. Cus. Limou.. 
5p. Sport Sedan.} 1295 “Cross C’ty 6” 
=125” 4p. Blue Boy... . es Lapeer MOON ‘‘6-60” 
4p. Roadster... .] 1895 4p. Spt. Salon...}| 1295 5p. Phaeton... .. 
SO ee ee 2-4p. Tomboy... .j 1395 ép. Ait i $1995] 413525lafghmar 5p. Coach...... 
5p. Bro’m 4d.. 1875 5p. Sedan....... 1395 Sedan....... 1995} 413575jafghmor . p. Roy Sedan 
5p. Sedan....... 1895 «x - Vic. Coupe. .| 1995} 2/3600|afghmar 5p. Roy. Sedan 
“130” 4p.Collap Coupe} 1995 “8.80” “6-62” 
2-4p. Roadster. .}| 2195 4p. Perm. Coupe} 1995 4p. Spt. Touring.| 3100} 413972|beghiklmnprx}} 5p. Touring... .. 
2-4p. Coupe... .] 2295 5p. Victoria.....| 1995 4p. Coupe Vic...] 2650} .2/3820jaeghimnprtx || 2p. Roadster... . 
5p. Brougham. . 2375 5p. Sedan.. .... 1995 4p. Coilap. Coupe] 3000] 213780|aegiimnprtx |] 5p. Sedan, 2d 
5p. Sedan....... 2395 5p. Land. Bro’mf 1995 5p. Sedan...,... 2650} 4/3950jaeghimnprtx |] 5p. Sedan, 4d... 
5p. oe tally «|: 2700} 4/3990jaeghimnprtx “6-72 Std.” 
7p. Sedan....... 3150] 4/4140jaeghlmnprtx |] 2p. Std. Roadster 
7p. Sub. Sedan: .| 3300] 4/4280jaeghimnprtx |] . . .Roy.Roadst’r 
| 6p. Cabriolet 6950} 4]....]Beghiklmnp |j 5p. Sedan...... 
**48” tx 5p. Sedan...... 
GRAHAM 4p. Sportif... ... § 4/5030) afgbkirx 5p. Sedan...... 
‘ AIGE 4p. Roadster § | 2)... .Jafghkirx “62 — 
“610” 7p. Touring. § | 4/5330jafghkirx . Cabriolet . 
2p. Coupe...... $860 KISSEL 7p. Tour. Lim § | 415640/afghkirtx Per 
5p. Sedan....... 875 “6-73” 6p. Brougham...| § | 4/5464/afghklrtx _ . Petite Sedan. 
“614” 4p. Cnv. Cp. Rtr}$1695 5p. Vic. Sedan...| § | 4/5600jafghkirtr .. Vic. Coupe. . 
4p. Phaeton 1295 5p. Brougham...| 1595 7p. Lim. Enc. Dr.| § | 4/5868lafghkirtx “8-80” 
4p. Coupe...... 1275 4p. Coupe Rdstr.| 1695 7p. Cabriolet § | 4/5624/afghkirtx 5p. Petite Sedan. 
5p. Sedan....... 1295 5p. Sedan....... 1695 **90” 5p. Sedan...... 
**619” “8-95” 4p. Sportif...... 5900] 4/4475jaeghikimnpr |} 2-4p. Cab. Rdstr 
4p. Phaeton 1595 7p. Touring.....] 2095). tx 4p. Vic. Coupe. . 
4p. Coupe. ..... 1575 4p. Speedster... .| 2195 4p. Roadster. ...| 5900] 2/4370j/aeghkimnpr jj 7p. Sedan...... 
5p. Sedan....... 1595 4p. Tourster....] 2195}. tx 
“629” 5p. Broug. Sedan} 1995 7p. Touring.....| 6000}. aeghkimnpr 
7p. Phaeton 2110 4p. Cp. Rdstr. ..] 2095]. tx F cet 6” 
5p. Sedan....... 1985 5p. Sedan... .... 2095 5p. Vic. Sedan .}| 7300} 4/4842 “ ane 2p. Coupe...... 
4p. Cv. Cp. Rdtr| 2095 7p. Suburban. ...} 7500] 4/4930/afghmprtx 2-4p. Collap. Cab 
5p. Town Sedan.| 2085 5p. Brougham.. .| 2595 ‘4p. Vic. Sedan...| 7450}. .].... = “ween p. Sedan....... 
7p. Sedan....... 2595 5p. Phaeton.. 
5p. Coupe...... 2085 8-126” 7p. Town Bro’m.} 7500} 4/4615) a 5p. Sedan....... 
7p. Sedan....... 2110 4p. Tourster. ...] 3275 7p. Cabriolet... .] 7500] 4/4615jafghmprtx 5p. Landau Sed. 
4p. Speedster... .] 3275 ‘a ap. Cab..| 7750]. .]..../aeghkimnpr “Special 6” 
2-4p. Cabriolet. .| 2185 4p. Cv. Cp. Rdtr] 3185 tx 5p. Phaeton... .. 
2-4p. Coupe.. ...} 2185 4p. Cp. Rdstr. . .} 3185 2-4p. Col. Cab... 
**835” 5p. Brougham- p. Coupe...... 
7p. Phaeton.....} 2410 All Year... .] 3185 5p. Sedan....... 
bp. sedan....... 2285 ~ Brou. Sedan.| 3275 2-4p. Coupe 
p. Sedan....... 3785 p. Sedan....... 
5p. Coupe...... 2385 a Berlin Sed. .| 3885 4p. Vic. Coupe. . 
dp. Lown Sedan.| 2385 aw 
MeFARLAN 
7p. Sedan....... 2410 “Str. 8” 5p. Sedan.. . 
131” W.B. 5p. Selon. ayer 
2-4p. Cabriolet. .| 2485 2p. Roadster... .|$3050} 2|3400jafghimnprx 130” W.B. 
5p. Touring... ..| 2650} 4/3400jafghimnprx 7p. Phaeton.... 
2p. Coupe...... 2485 7p. Touring.....| 2750] 4/3450lafghimnprg || 2-4p. Col. Cab... 
LASALLE 4p. Sp. Phaeton.| 3180} 4/3200jafghimnprx 2-4p. Coupe... .. 
125” W.B. 3p. Town Coupe.| 3180} 2/3650jafghimnprx 5p. Landau Sed.. 
2p. Roadster... .|$2345 5p. Sedan....... 3180] 4|3650/afghimaprx 
4p. Phaeton.. ..;| 2295 5p. Brougham... .| 3180] 4/3650jafghimnprx 7p. Sedan....... 
HUDSON 4p. Sp. Phaeton.| 2875 7p. Town Car...| 4600} 4/3750jafghimnprx 
118” W.B. _ 136” W.B. 7p. Limousine. . . 
2-4p. Roadster . .|$1295 134” W.B. 7p. Sedan....... 3680] 4/4000] afgh!mnprx 
2-4p. Coupe.....} 1295 5p. Family Sed..| 2450 7p. Sub. Sedan. .| 3780] 4/4000jafghimnprx OAKLAND 
5p. Coach.......] 1250 2-4p. Coupe.....' 2495 “TV6” AA-6 
5p. Sedan eee 1325 2-4p. Con. Coupe 2595)... 2p. Roadster. . 2/4300/afghimnprx 4p. Sp. Roadster 
127” W.B 5p. Sedan....... 2595} . . 5p. Spt. Tour. . 5600) 4/4700 afghimnprx > a — 
7p. Phaeton.....] 1650 5p. Coupe. ..... 2625|.. 4365 aeghlmnprtx 7p. Touring.. 5700| 4'4700'afghimnprx |] ...Coupe...... 
5p. Landau Sed..| 1650 5p. Con. Landau. 2725).. .... 5p. Sedan....... | 6720! 4 5200 afghimnprx on ’t Cab. 
5p. Std. Sedan..| 1450 7p. Sedan....... 2775| 4 4645 aeghlmnprtx || 7p. Sedan....... 6720 45200 afghimnprx || 5p. Sedan...... 
4p. Victoria.....| 1650 7p. Imp. Sedan.. 2875, : 4790 aeghlmnprtx || 7p. Sedan....... 6920 45200 afghlmnprx | 5p. Sedan...... 
7p. Sedan....... | 1950 | 5p. Trans. Cab.. _ 4900, 4 -..| 7p. Town Car... 9000 4 5200 afghimnprx ) .Conv't Land. 
KEY TO SYMBOLS 
*—Italic + denote shipping em of i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
weight. D— wheels with spare. —Trunk rack, no trunk. p—Cigar lighter. we eld wings. 
A—Wood wheels with spare. d— —Spare tire. r—Rear traffic signal. x—Clock. 
a—Wood wheels. é “ee and rear bumpers. i e tire look. s—Spotlight. t—Overall length. 
B—Wire wheels with spare. f —Front bumper. m— heat indicator. t —Vanity and smoking sets §—Prices on application: 
b— wheels. —- absorbers or snubbers. n— ne gage. u —Smoking set. 
—Automatic windshield wiper. 
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Car Model 
Prices, Weights and Equipment of Current Passenger Car Models 
Passengers . * Passengers : = Passengers a % Passengers - iol 3 
oat “elk "=| Standard — els = Standard an ss 3 <i Poel c.f ss 3 st —— 
Model oe 3 ss Equipment Model ee 3 Sz Equipment Model else uipment ce lisise| * 
OLDSMOBILE PIERCE- ROLLS ROYCE STUTZ “BB 
Sp. Réatr..| $098| 2)2610 ima a ol Bighikmprs || 131" WB 
9-4n. Sp. Rdstr..| $995] 2|2610laeghmnr “31” n -" ve B. 
5p. Sp. Touring..| 995) 4 2640laeghmnr 2p. mec naga . .1$2600| 2/3350\afghimnrx Closed Models. .| § .|{Bighjkmprtx || 2p. Speedster... . oe 2|4478\aefgjimnprx 
| 7 “New Phan” i. Speedster....| 3595| 4|4509|aeghjlmnprx 
2p. Coupe...... 925} 2/2660|aeghmnr 4p. Touring.. 2700} 4/3365|afghlmnorx e ousl alee 
5p. Sedan, 2d...] 925) 2/2795iaeghmoru 7p. Touring 2850} 4/3500/afghimnrx Models....| § ....|Beghjkmprx sponses. | oan See ~— prx 
2-4p. Spt. Coupe.| 995) 2/2675|iceghmnru 5p. Club Bro’ m..| 2475] 213540|afghlmnprtx || Closed Models...) § .. .|Begbkmprtx >. a 7 oa 3 beg prx 
5p. Sedan, 4d...} 1025] 4/2870|aeghmar 2p. Coupe metal.| 2650] 2/3460/afghimnprtx 4p. Black Haw en Sad beghj andl 
5p. Landau Sed..| 1085] 4/2860] ceghmnru 5p. Brougham.. .}| 3250} 2/3540/afghimnprtx . Coupe. ..... i 7 —_ 
“DeLuxeSeries” 2p. Coupe leath./ 2650] 2/3490/afghlmnprtx ‘ 4p. Vic. ‘Coupe. 45: 914769 aeg aa prux 
5p. Phaeton.....| 1145} 4/2800|/Beghjklmnr |] 5p. Club Sedan..| 2750) 4/3635\afghlmnprtx 5p. Coupe...... 3570| 419977\eek = 
... Roadster. ...]| 1145] 2}2770|}Beghjklmnr {|} 2-4p. Coupe met.| 2750] 2/3530/afghlmnprtx 5p. Sedan....... 35701 414820 se som 
... Spee Coupe..| 995] 2/2760jaeghjkimn 5p. Sedan....... 2750| 4/3605|afghimnprtx 5p. Brougham.. . os Sea aegh| a 
a — Coupe.} 1145} 2/2840)Beghjklmnr |] 2-4p. Coupe lea..| 2750] 2/3560jafghlmnprt 2p. Cab. Coupe. aeghjlmnprux 
eee 1175} 4/3005|Beghjkimnru || 2p. Con’t Cpe. . .| 2850} 2/3455jafghimnprt 145” W.B. pan ee eS 
- DeL y ae 1235} 4/4005|Beghjklmnru |} 5p. Club. Land. .| 2850) 4/3640 afghlmnprt Speedster. aeghjimnprx 
7p. Sedan....... 2850] 4/3700jafghimnprt STEARNS- bp. CountryC a a = ; 
4p. Coupe...... 2950) 2/3490lafghimnprt KNIGHT 7p. Sedan... ....| 3895) 4 on ee 
2-4p. Conv’ tCpe.| 2950} 2/3525jafghimnprt “M6-80” 7p. Sedan Lim. .} 3995) 4 jaegh)imaprtx 
7p. Enc. Dr. Lim.| 2950] 4/3755jafghimnprt 2-4. Cab. Rdstr..|$2495} 2]... .lafghlmnpr 5p. Collap. Sed. .| 3995). |5020 
5p. Sedan Land..| 3550} 4/3605|afghimnprt 5p. C.C.Sedan.. .| 2495} 4 4098|afghilmnpre 5p. Collap. Lim..} 4095). |5030 
OVERLAND 7p. Sed. Landau.| 3700} 4/3700jafghimnprt |} 5p. ee 2495) 4/4078lafghlmnprt |} 7p. Collap. Lim..| 4195). .|.... 
“4” Whippet 7p. Eee De Land eee 4/3755)afghlmnprt : —_— ae Fe Ce = . _ 
Touri 1985 " ra Bro’m - . Coupe...... lafghimnp -D. 
Pip. Roadster. ; 1932/agr “ oles = Sedan. ae 2345] 4/4193!afghlmnprt 2p. Black Hawk .{ 4895} 2 ra beghjlmnprz 
2p. Coupe...... 2|2060\aghr 2p. Runabout. . .| 5875} 2/4560jafghirx 7p. Limousine. .| 2945) 4/4288jafghimnprt |} 5p. Sedan... .. .. 4120 , 439 aegh a 
2-4p. Coane Cab. 2|2122|aghr 4p. Touring 5875) 4/4510\afghirx ““F.6-85” ’ 4p. Sedan... .... oa vee See 
5p. Coach. ..... 2/2160jaghr 7p. Touring 5875] 4/4595/afghirx 4p. Roadster. . $250) 2/4252}afghlmnprwx |} 4p. Coupe. ..... 7 oo oo prux 
5p. Sedan....... 4/2210iaghr 7p. Sedan....... 5875] 4/4815jafghirtx 4p. Touring.. 3250} 4/4322/afghjlmnprwx|| 5p. odau 4)... .Jaeghjlmnprux 
“6” Whi 7p. Lim. Enel 5875] 4/4870)jafg 4p. Cab. Rdstr. .] 3550] 2/4500jafghimnoprx 145” W.B 
2-4p. Roadster 2|2228l|agr 3p. Coupe...... 6375] 2/4760|afghirtx 5p. Cus. 3350} 4/4562{afghjlmnortx || 5p. Sedan... . .. 4495) 4/.... aegh; Imnprux 
5p. Touring.. 4]|2323\agr 4p. Cpe. Sedan..} 6375} 2/4795lafghirtx 4p. Coupe. ..... 3450] 2|4527\afghimnortx || 5p. Sedan. ee eeee 4545] 4)... .jaeg ene 
2-4p. Coupe. 2)2356laghr 4p. Sedan....... 637 ‘| »/4830lafghirtx 5p. Std. Sedan. .| 3450] 4]4572lafghjlmnortx || 7p. Sedan....... 4745) 4}. om jaceh, nprtx 
5p. Coach...... 2}2423laghr 7p. Enc. Dr. Lan.| 600U] 4/4895/afghirtx 5p. Sedan Lim...| 3700] 4/4647lafghjimnortx || 7p. Limousine = , 4 _ sae 
5p; Sedan....... 4|2484laghr 7p. Sedan Land..} 6000] 4/4840jafghirtx 5p. Cus. Sed. Lim.] 3700] 4/4637 /afghjimnortx 7p. Landau Lim. ....aeghjlmnprtx 
4p. Lim. Encl. . .| 6375] 4/4840jafghirtx 7p. Sedan... 3750] 4]4702/afghimncrtx Salon Cus. ' 
4p. C. C. Sedan.} 6475] 4/4805jafghir 7p. Sedan Lim. ..| 3950] 4/4777|afghimnortx || 5p. PW Sedan.. .| 6345) 4 we jlmnprux 
2p. Coupe. ..... 6600} 2/4745jafghir “H8-90” 7p. PW Sedan.. .| 6345) 4|50/4/aeghjlmnprtz 
4p. Sedan Land .| 6600} 4/4795jafghirtx p. ter 5500] 2/4815|afghImnprwx || 7p. Con. T’n Car} 6895] 4/50 aeghjlmnprtx 
4p.Enc. Dr.Land.}| 6600} 4/4880jafghirtx 4p. Cab Rdstr 5500} 2/4908 /afghlmnprx 
PACKARD 7p. Fr. Limou...| 7500} 4/4740jafghirtx 2p. Coupe...... 5500} 2 afghlmapes VELIE . 
“626” 7p. Fr. Landau..| 8000] 4/4865|afghirtx 5p. Coupe. ..... 550u} 2/4908|afghimaprt 6-55 : 
5p. Sedan........ 1$2435] 4/4185|dghmnptx 5p. Sedan. 5500] 415108 er 3p. Coupe. ..... — : ...-jahmnr 
2-4p. Coupe. . 214100}dghmnptx “38-90” Sp. aon g ves > be ahmnr 
2-4p. Con. Coupe 2/4020] dghmnpx PLYMOUTH 7p. Touring.. 5500] 4]... .lafghlmnprwx || 5p. Spec. Sedan..} 119 ..../abmnr 
“633” oe Satan. . = ; ew x 7p. Soden. eh = : 5263 ot emt 5p. py J Sedan.| 1195) 4]... ./ahmnr 
2-4p. Runabout.. 213905] dghmnpx 5p. Touring 69 22 7p. Limousine.. . afghlmnprtx 
5p. Phaeton.. 413905] dghmnpx 2-4p. ow 710} 212250\B ““G8-85” 5p. Std. Touring | 1195 : 2960|aeghmnr 
7p. Touring. .... 4]3950|dghmnpx 2p. Coupe...... 685] 2}2295|ah 4p. Roadster 3950] 214448lafghin’rwx |} 5p. Sp. Touring..| 1265) 4/2985\aeghimnr 
4p. Coupe...... . .|4225|]dghmnptx 5p. Sedan, 2d...| 700} 2/2435jah 4p. Touring. 3950} 414633].fghjiny rwx || 3-5p. Coupe. 1265 ; oe eee 
be. Club Sedan. . .|4240]dghmnptx 2-4p. DeL. Coupe} 735] |... .Jah 4p. Cabri 4550| 2/4717|afghinoprx {| 5p. Coupe... ... 1265) 2/3070/aeghmaor 
p. Sedan....... 4|4440}dghmnptx 5p. Sedan, 4d 735} 412460\ab 4p. Coupe...... 4550} 2/4882/afghinortx 5p. Spec. Sedan..| 1265] 4/3100jaeghmnr 
7p. Sedan Limo 414475] dghmnptx Sedan....... 4650| 4|4934lafghjlr ortx 5p Royal Sedan. 1265] 4|3110/aeghmnr 
“640” 7p. Sedan. ecccece 4750 4 5027 afghinortx 6-78 
2-4p. vores be 2 PONTIAC “6” 5p. Sedan Lim...} 4856] 4|500:]afghjir ortx 5p. Std. Touri 1515} 4/3160/aeghmnr 
5p. Phaeton... 4 p. $745) 212270j/ahn 7p. Limousine.. .| 5250] 4/5102] fzhinortx 5p. Sp. Touring..| 1585} 4/3185/aeghimnr 
7p. Touring. .... 4 5p. Sp. Phaeton.| 775) 4/2425 3-5p. Coupe... ..|' 1585} 2/3230|aeghmnr 
2p. Coupe...... 2\ Coupe. ..... 745] 212435{ahn 5p. Coupe. ..... 1585) 2 3270 aeghmnr 
2-4p. Conv. Cpe. 5p. od. Sedan. ... 7451 212520lahn 5p. Royal Sedan.} 1585) 4 3310 aeghmnrx 
5p. Club Sedan. . 4p. Sport Cab...| 795] 212455lahn 5p. Spec. Sedan. 1585} 4/3300 aeghmnrv 
7p. Sedan....... 4 5p. Sp. Sedan. . 825) 412595jahn 8-90 
... Sedan Limo.. 4 5p. Sp. Landau..}| 875} 4)2640jaehn 5p. Std. Touring} 2025| 4}... .|aeghmar 
5p. Sp. Touring..| 2095; 4)... .l/aeghimnr 
p. Coupe. 2095; 2)... .laeghmnr 
REO 5p. Coupe...... 2095; 2]... ./aeghmnr 
“Flying Cloud” 5p. Royal Sedan.} 2095) 4}... ./aeghmnrv 
PEERLESS 2-4p. Roadster . .}$1685] 2|3350jaeghmnr STUDEBAKER 5p. Spec. Sedan..} 2095) 4'..../aeghmnrv 
“6.60” 5p. Bro ..| 1645] 213535|aeghimnr Dictator 
2-4p. Roadster. . 2|2635 2p. S upe.. .| 1625] 21344¢5laeghmnr 5p. Touring.. $1265} 4 jaghImor WILLYS- 
5p. Phaeton... .. 4/2635] cghlmnrw 4p. Victoria.....| 1795] 2/3550|aeghmnr 7p. Touring.. 1325} 4 aghimor KNIGHT | 
2-4p. Coupe... .. 4|2775\cghimor 5p. Sedan... .... 1845] 4|3645|aeghmort 5p. Club Sedan..} 1185} 2 bghimnr “Std. 6 
5p. Sesughens.. oghilmnor 5p. DeL. Sedan..| 1995] 4/3645 5p. Sedan....... 1265] 4/3280/aghimor 2-4p. Roadster. .| $995; 2 2631 aghor 
5p. Sedan....... 2/2780| cghimnr “Wolverine” 2p. Bus. Coupe. .]| 1265) 2)... jaghimnr 5p. Touring.....} 995] 4 2710,aghnr 
‘Sp. Sedan.. ..... 4 eghimnr 4p. Cabriolet....] 1195] {2850 “= 4p. Victoria.....} 1345) 2)... jaghimar 2-4p. Coupe.. 1045; 2 2507 |aghnr 
“6.9)” 5p. 1195} 2)2930 4p. Royal Cab. .}| 1395) 2 Bghjlmor 5p. Coach. .... 995) 2/2816 aghar 
2-4p. Coupe. 3225|ceghimnrtx jj Sp. Sedan....... 1295] 4/3090|aeghinr 5p. Sedan.] 1395] 4/3415/Bghjlmo op. Sedan.......} 1095] 4/2858 aghnru 
413355! ceghimnrtx Commander ‘Great 6 
4p. Victoria. . 3240] ceghimnrtx 4p.Sedan....... 1495) 4/3665 }aghimor 2-4p. Roadster. | 1850/ 2/3486 aghmar 
128” W.B. ROAM 5p. Victoria... .. 1545} 2 jaeghimar 5p. Touring.....| 1850) 4/3675 aghmnr 
7p. Sedan... ... 4|3420|ceghimortx — “8.78” 5p. Sedan Regal | 1665) 4/3815] Bghjlmapr ~ Cab Coupe] 1995) 2/3726 aghmar 
Ms p Ree. fom sa ares S| os ee 
p. Phaeton..... 4|..../aeghimnx 2p. Coupe...... 1750} 2/3 ” W.B. . Sedan... .... t 
7p. Touring... .| 1505]..|°.-Jaeghimnx _ || 5p. Sedan. ..... | 1795} 213380 4p. State Rdstr. | 1350| 2} |Bghimnpr |} 135” W.B. | 
2-4p. Coupe... 13140} ,ech **8-80” Sedan... ....| 1685) 4/3760/aghimnr 7p. Touring. . 2285) 4/3943 aghmar 
4p. Me gua vies . .|3155}aeghimnvx Roadster... .| 1895] 2/3310 4p. State Cab 1850} 2 Bghjlmopr SOR e000: 2295} 2/3939 aghmnr 
Sp. Sedan....... 4/3270jaeghimnvx || 2p. Coupe...... 1985} 2/3410/ag 4p. State Vic 1850} 2 Bghjlmnpr |} 7p. Sedan... .... 2595) 4/4112 aghmaort 
“8.69” 5p. Brougham...| 1985] 2/3440lag 5p. State Sedan..| 1850) 4/3900) Bghjlmnpr 7p. Limousine.. | 2695) 4/4146 aghmart 
,, 120" WB. | Sp. Sedam....... 1985] 4|3570lag ee “Spee. 6” | | oloore 
p. Coupe...... $2345) . .|3905 himortx “ Pp. our j 7 aghmor 
13344” W.B ae 5p. Tourer...... $2495) 4/3650 og 7p. Sedan... .... | 2085 : a agin 5p. Touring 1295| 4/2951 aghmor 
2-4p. Roadster. .| 2245' 23710 Deghlmnrtwx|| 2-4p. Roadster. .| 2750] 2\3540 4p. Cabriolet... .| 2250 oe 2p. Coupe. .... 1295) 2/2767 aghmor 
5p. Sedanm....... 2345 43875 Deghimnrtx || 2p. Speedster 2985; 2/2875 5p. State Sedan..| 2250, r 4280 Bg oe 5p. Coach. .... 1295} 2|3007 aghmar 
7p. Sedan....... 2545 ..'3975 Deghimnrtx || 5p. Sedan....... 2985) 4|3880 cg 7p. State Sedan. | 2350 4 4310 Bghjklmnptx 2-4p. Cab Coupe | 1495} 2/2916 aghmar 
7p. Limousine... .| 2645: 4 4200 1 a ee 7p. Sedan....... 3285| 4 nen bs 7p. Limousine. 2450 4 4395 Bghjkimnptx || 5p Sodan....... 1495) 4'3187 aghmort 
KEY TO SYMBOLS 
*—Italic figures denote shipping _ of wheels optional. #—Trunk and trunk rack: o—Car heater. v—Vanity set. 
<a D_ Dee wheels with spare. j}—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
A—Wood wheels with spare. d—Disk k—Spare tire. r—Rear traffic signal. x—Clock. 
a—Wood wheels. e—Front and rear bumpers. ) tire lock. t. t—Overall length. _ 
Wire wheels with spare. f—Front bumper. m— e heat indicator. t—Vanity and smoking set. §—Price on application. 
b—Wire wheels. absorbers or snubbers. o— gasoline gage. u—Smoking set. 
C—Optional wheels with spare. Automatic . 
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ly hours saved! 


Curtis Auto Lift helps you reduce labor 


cost and get out more jobs per day 


Here’s a case (name on re- 
quest) that shows just how you 
can make money with a Curtis 
Auto Lift. You can see from a 
glance at the photo that the Cur- 
tis Lift does these things: 

(1) Makes inspection fast and 
certain; 

(2) Cuts 1-5 to 1-2 from the 
labor time on the job; 


(3) Keeps the workman happy 
by saving his back and 
making it easier for him to 
do work in which he can 
take pride: 

(4) Saves the customer money; 


(5) Allows you to handle more 
jobs and make more profits 
per day. 


Service practices havechanged 
so rapidly that out-of-date meth- 
ods keep business away from 
you—and prevent your making 
the profit you should on the 
jobs you do get! 

These are not just talking 
points. We have the facts and 
figures to prove that benefits like 
those above actually follow the 
purchase of Curtis Lifts. We'll 
give names, places, cost figures, 
etc., so that you can check it up 
yourself, 

It costs you nothing to inves- 
tigate, and we'll send you the 
information without obligation. 
Your name and address written 
on the margin of this page will 
do as well as a letter. 


v. 


SS 
3 ee —————— 
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Compressed Air Washer 

A complete cleaning service. 
Operates cleaning attachments, 
pneumatic tools and inflates 
tires, besides washing more cars 
cleaner than any other washer. 





Hydraulic Car Washer 

_1H.P.;2 H.P.;3 H.P.over- 
size. A low priced washing out- 
fit. Guns provide both body 
spray and strong cutting stream. 





Curtis Rotating Lift 

Roll-on or free wheel type. 
Held safely in position by posi- 
tive oillock, Pitlesstype. Prices 
greatly reduced. 





Style *“*V’* Compressor 
Single ortwo-stage 4 toSH. 
P. Controlled splash lubrication 
and other patent- 
ed features, 










Reel type and 
tower type. No 
whipping of 
hose. 








Gentlemen: 
Please send me, without 


| obligation, information about 





STLOUIS (a 





CURTIS PNEUMATIC MACHINERY CO., 1957 KIENLEN AVE., ST. LOUIS; 518-U HUDSON TERMINAL, NEW YORK 


a 
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“We’ve told millions to 
look for the red and 
green Denatured Alco- 
hol Free Testing Sign 
... be sure to have one 
displayed in front of 
your store all winter. 


LITTLE red and green sign 
is going to mean a lot to 
motorists this winter. 

It’s a sign that reads ‘‘Dena- 
tured Alcohol—Free Testing Ser- 
vice.”’ And for the next few months 
those five words are going to be 
mighty welcome to car owners. 


It means protection. 


MOTOR AGE 


FREE 


New Idea in Anti-Freeze 
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Protection against the 
expensive damage of 
winter. 


Real protection, too. 
For millionsof driversare 
learning that wherever 
that sign appears they 
can have their radiator 
solutions accurately 
tested with the special 











sign and the ‘‘Free 
Testing Service’”’ 
idea— form the 
keynote of a dra- 




























Alco-Tester ...and have 


natured Alcohol put in. 


That free testing idea means 
money saved for motorists... profit 
for you. For any dealer knows there’s 
a lot of profit in keeping radiators 
filled with Denatured Alcohol. 


And it means more profit than ever 
this winter. For that red and green 


fe There’s a lot of profitin ae . 
thecorrect amount of De a — vertising campaign 


matic, daring ad- 


that’s selling mil- 
lions and millions more gallons of De- 
natured Alcohol than ever before. 


Dramatic Advertising, Too! 


Right now . . . in newspaper press 
rooms all over the country. . . Dena- 
tured Alcohol ads are waiting in mat 


This motorist isn’t taking any chances . . . he gets Denatured 


form for a ‘“‘Cold Weather Release.” 


Then when the Weather Man says 
‘““Colder Weather Coming’”’ . . . out go 
wires to newspapers in all cities due 
for a temperature drop. 

In no time at all millions of motor- 
ists are reading the Denatured Alco- 
hol ads... being urged to use this 
famous anti-freeze before the zero 
weather sets in. 


And they are being warned in time 
...in time to get to the garages and 
gas stations with the red and gree? 
signs, where they can have thet 
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Alcohol at the first sign of winter. 


radiators tested before the cold wave 
strikes. 

That’s part of the plan. The other 
part consists of striking advertise- 
ments in the Saturday Evening Post. 


MOTOR AGE 


And a great hook-up of na- 
tionally known radio broad- 
casting stations. These sta- 
tions will give to millions 
every night an accurate 
weather report . . . warn- 
ing areas in advance of 
threatened cold weather. 


Why Denatured Alcohol is 
Best Anti-Freeze 


Here are some facts that every dealer 
ought to know about Denatured 
Alcohol .. . facts based upon a recent 
survey made among American motor 
car manufacturers. 





All these manufacturers approve 
of Denatured Alcohol and water as 
an anti-freeze solution. All other 
anti-freeze preparations combined 
received the approval of less than 
half of the car manufacturers. 


In the light of this expert opinion 


why risk recommending anti-freeze . 


mixtures which may seriously dam- 
age your customers’ motors or fail to 
protect them from the cold? 





Name _ 


Address 





City 


The Industrial Alcohol Institute, Inc. A-3 
30 East 42nd Street, New York, N. Y. 


Here’s my dollar for the Alco-Tester, Chart and Sign 


__State__ 








How to get started 


We need your cooperation 
to insure the campaign’s 
SUCCESS. 


Be sure you have an 
abundant supply of De- 
natured Alcohol on hand 
right now. And get up that 
Denatured Alcohol sign. Remember 
the only way to get business is to go 
aggressively after it. 


And by all means, offer your cus- 
tomers Free Testing Service. An 
Alco-Tester and Protection Chart 
will be sent to any dealer who clips 
a dollar bill to the coupon below 
and mails it to us immediately. 


Clip that coupon now .. . while 
the subject is on your mind. 





Millions of Motorists will read Denatured 
Alcohol ads. 
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D On the horizon \ 

















Shee a 





Sete passes Vem TS 





_A new car, individually designed from 
front bumper to tail bumper, will make 
its appearance at the New York Auto- 
mobile Show. It will retail for approxi- 
mately $2500—great profit possibilities 
are in store for dealers who realize the 
many advantages this car will have 
Over competition. 













Some 














Safety head lamps 


An entirely new idea in lighting—something 
the industry needs. The new car will be 
equipped with positive non-glare head lamps— 
ereat aids to safety. The lamps throw a long, 
penetrating beam of light far down the high- 
way without blinding the approaching driver: 
The far sides of the highway, too, will be illu- 
minated as never before. 



































_ Adjustable seats 


To merely say the seats of the new car are ad- 
justable does not suffice. Both the front and 
rear seats are adjustable— forward and back— 
but, and this is the new idea, the back of both : 
front and rear seats may be adjusted. A design [fF ” 
exclusive with the manufacturer of the new car. ce 
Provides the maximum of comfort. 
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IN the entire car is a step ahead. 














A step ahead 


Self-equalizing, internal hydraulic four-wheel 
brakes of new design insure a braking system 
of greater efficiency for the new car than is 
found on most cars today. Larger and differ- 
ently engineered drums and more lining sur- 
face make these brakes a step ahead—just as 





J 


Ample territory 


—_ - 











The manufacturers of the new car realize that 
highly competitive and congested territories 
result in distasteful dealer sales activities— 
“falling over each other” to beat the other 
fellow to it—actual “bidding” for “trade- 


ins” —“‘dog-eat-dog.” Dealers who merchan- - 





= 


dise the new car will have ample territory and 
sales protection. 








customer 
Low center of gravity 


Unusual performance 
Steel running boards 


Protex safety glass all around 
Safety head lamps 


WO ENAYVPYLY 


10. Four forward speeds 





ness to the dealer. 


/ To help you sell 


Outstanding features of the new car include— 
1. Either a six or eight-cylinder motor, optional with the 


Distinctive bodies designed by Le Baron 


An automatic device to prevent backward roll 


. Adjustable seats, front and rear, with adjustable backs be 


Factory policies based on maximum ner 4 






































Dealer opportunities 


In an already strong dealer organization, there 
are openings for dealers who desire to improve 
their connections. For complete information 
about the new car and details of the sales pos- 
sibilities, dealers are invited to write—without 
delay—to Manufacturer New Car, care 


MOTOR AGE 
56th and Chestnut Streets, Philadelphia 
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The Organization 
Is Steadily 


Increasing 


— 168 New Dealers 
Were Added During 
October 





-GRAKAM-PAIGE 
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N ADDITION to 168 new dealers, the Graham-Paige 
distributor organization was materially enlarged, 
during October, in three important centers. 


At Atlanta—Goldsmith-Becker Company, Inc., one 
of the South’s most favorably known firms, became 
Graham-Paige distributors. 


At St. Louis—the newly organized Gross-Butler 
Motor Company provides a very substantial increase 
in Graham-Paige facilities. 


At Columbus—Stanton Motors, Inc., now building 
the largest automobile showroom and service station 
in the city, assumed distribution of the complete line 
of Graham-Paige sixes and eights. 


There are still territories open for dealers who possess 
the fundamental three “C’s”— Character, Capability, 


and Capital. g 
Address: fe 


GRAHAM-PAIGE MOTORS CORPORATION Worle b. fraham 


Detroit, Michigan Gilg Aha 


(1127) 


GRAKAM- PAIGE 
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October 100%” Ahead 
of Last October 


And now the tenth successive month of Willys-Overland’s 
record-breaking year— October, with sales of Whippet and 
Willys-Knight motor cars showing a gain of 100% over 
sales for October 1, 1927. 


The chain is stronger than ever! Each month of 1928 has 
set a higher sales figure than its corresponding month of 
the preceding year, from January right through October. 


Such a dramatic advance is conclusive proof that the public 
appreciates the sound quality and full value of the Whippet 
Four, the Whippet Six and the Willys-Knight Six—for 
quality and value are the rock-bottom essentials for such 
sweeping nation-wide success. 


1928— Willys-Overland’s record year—emphasizes this Com- 
pany’s franchise as one of the most valuable that any dealer 
may obtain. Write or wire for full particulars. 


WILLYS-OVERLAND, INC., TOLEDO, OHIO 


WILLYS-OVERLAND SALES CO., LTD., TORONTO, CAN. 


rouns AWA/fp ippet SIXES 
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ti 
# 


4 











58 MOTOR AGE November 8, 1928 
The New 
STROMBERG 


omBers! Voll] and Service 
“eter | STROMBERG 
gp | C ARBURETORS 


— why! 
Because There is a Big, Ready 
Demand and Real Profit— 


With the introduction of the wonderful Stromberg Vis-A-Gas 
Pump Carburetor, thousands of latest model Fords, Chevrolets, 
Pontiacs, Chryslers, Whippets, Durants and all other makes of 
cars are a big and ready market for Carburetor replacements. 





























For this latest creation of the Stromberg Laboratories meets 
and excels every demand of the modern motorist. 








It assures easy starting in coldest weather—and quick warm-up. 
Amazing power and speed thrills. Acceleration and pick-up 
that always leaves the crowd behind. 





The double idler enables one to go slowly with smooth, easy 
motor action. 


Patented automatic economizer that regulates mixture to the 


last degree of perfection at all speeds and gives greatest possible 
gasoline economy. 





The VIS-A-GAS strains all water and dirt from gasoline, while ) 
the action of the fuel can be plainly seen through the glass dome, 
thus avoiding many troublesome delays and annoyances. 


Thousands of these wonderful new instruments are now being 
sold and giving great satisfaction to owners. 





DURANT 


Don’t pass up this real money-making opportunity—a_ real 
chance to secure this profitable Stromberg Sales Station Franchise. 





Complete— 


| Ready to install Write Today for Full Details 


30 | 
*] 72 STROMBERG MOTOR DEVICES COMPANY 
cr ea 58 EAST 25th STREET, CHICAGO 


~n 
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Largest producers of 


Denatured Alcohol 


U.S.INDUSTRIAL ALCOHOL LO. 


Executive Offices: 110 East 42nd Street, New York, N. Y.—Branches in all principal cities 


a 





a, | 
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An Ideal Christmas Gift! ict oct toi $33 at est 


It’s our idea of boosting Christmas business for you. 
Universal Monograms packed in special holiday pack- 
age ... .. Dealers, if you now are handling Universal 
Monograms, write for Special FREE Christmas Display 
Cards and Boxes to carry out this Christmas idea in the 
right spirit. If you aren’t handling Universal Mono- 


$90.00. With this we loan FREE a beautiful 

Stock Case and Display Frame of black lacquer with 

gold trim. Write your name and address in the margin 

of this advertisement and send it to us for full infor- 

mation on Christmas packages, or a complete assortment. 
UNIVERSAL MONOGRAM COMPANY 

4424 Broadway Chicago, Illinois. 


UNIVERSAL MONOGRAMS 
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A pocket-fitting tow line— 


works simply—sells quickly—pays big! 


Here’s where dealers make money. 


The Atlantic Tow Line Display helps 


The Atlantic Automobile Tow Line is you put it across. The Atlantic Tow 


a 12-foot length of high quality, special 
alloy pliable steel. 


when the car stalls or the = tank goes 
dry. Motorists 
need it then — 
they buy it now. 

Put a display 
on your counter 
—and build a live 
moving business 


for yourself. 
Atlantic Tow Line Mfg. Co. 
509 Boardwalk, Atlantic City, N. J. 


Line is packed in an attractive three color 


strong metal container. Fits the car 
Needed in the unexpected emergency— pocket. 


same a hand operation—pulls 5 tons— 





Rolls out—attaches easily—com- 


saves money for 
motorists. Makes 
money for you! 

If your whole- 
saler cannot sup- 
ply you—order a 
dozen direct—as 


a starter. Complete 
$12 per dozen 


























-_ ——— 
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New Dover Flexo Service Can 
Unsurpassed and made to last 


How to Satisfy 
“Bill Kicker” 


Bill Kicker is the tough cus- 
tomer who kicks over greased 
upholstery and marked fenders. 
The safest and most profitable 
way to do his work is to protect 
the car inside and out with 
CAR OVERALLS — made of 
strong striped Denim. Install 
quickly. Write for prices. 






A necessity in every 
service and filling sta- 
tion. The flexible 
pouring tube stores in- 
side the can when not 
in use. 


Sold thru Jobbers! 





DOVER STAMPING & MEG. CO. 


KEEP KLEAN AuTOo Propucts Co., INC. 
| Cambridge A, Mass. 


416 E. 176th Street New York City 


























—— for every labor minute | UNIVERS AL | 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact SPRAY GUN 
moment the plunger is pressed—like 


; h l 
this, for example: The Universal equips you 


to do spring lubrication, 








; engine cleaning, painting, 
NOV 19 020 4 ai Pv | etc. You can add $3 clear 
: : | profit to your bill on every 
: Fe wd an 2 job is apna when it . : job. 
ished. ere can be no dispute over the 
Learn the inter time charge. QUICK PROFITS 
esting details Absolutely automatic — except for winding. for garages, service stations and repair shops 
from our de- . ) ° 
jj  Seriptive data. rey aatine Gene = Universal Sprays oil, ae Gunite bes @ —_ a 
efficiency. Air can be connected at either end o e. New 
Follett Time Recording Co., 217 High Street, Newark, N.J. |} low price $12.00. Write today. 
“Established Since 1904” _| ECONOMY MACHINE PRODUCTS CO. 
‘ _ 5213-14 Lawrence Ave. Chicago, I 




















Ideas Build Business 
and Help Your Profits 


Put new and practical ideas at work in your business and both you 
and your customers will be benefited. 





MorTor AGE is a dynamo of business-getting ideas for live dealers. 
Ideas that attract trade, reduce overhead, increase sales and add to 
your profits. 


For your own good, read every issue of MOTOR AGE from cover to 
cover. Spot the ideas that you can adapt to your own business, put 
them at work and cash tn/ 


———— 
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SANTON con 
With Safety 
FRICTION BRAKE 


PAY FOR IT 
OUT OF 
EARNINGS 


When you pay $175 for a CANTON with 
Safety Friction Brake you get what will 
LAST FOR MANY YEARS. Used by Ford, 
Dodge, Packard, White, ete. Ratchet and 
pawl type, $125 for the 2-ton size. 

The Safety Brake easily installed on new 
or old Cantons—$50. Meets all state safety 
codes. Locks load at any point. Load must 
be wound down. Ask about our Easy Pay- 
ments. Write for 48-page catalog. 


CANTON FOUNDRY & MACHINE CO. 
CANTON, OHIO 
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Wich the World to choose from 
they chose 


HOUDAILLE 
meme BERS 


HOUDE ENGINEERING CORP,., Buffalo, N.Y 




























License Pat. Ne. 1264770 


Other Pats. Pending. The patented Linendoll Auto Brake 


Tester gives all information necessary 
for equalizing brakes on car or 
light truck! $37.50 complete. Write us! 


THE NORWALK AUTO PARTS 
COMPANY 
Norwalk, Ohio 


Gen. Sales SSice 
Real Estate Trust Bldg. 


Pedal Depressor Philadelphia, Pa. | 


No. 6 Locking Type 











AL JUSTABLE 
IDEAL “fortasce GROWLER 
A hinged device tc test all armatures from 
%” to 10” diam. Ideal Adjustable Growlers 
make the proper span eliminating core or slot 
shorts. uaranteed satisfactory or money 
refunded. Get prices and sales offer. 


J.J. ANKENBRANDT 
2140 WAKEMAN ST. TOLEDO, O. 














m DURAN © us: 


IS A BRILLIANT SUCCESS 
DURANT MOTORS, Inc. 


250 West 57th St., New York, N. Y. 











Factories: Elizabeth, N. 3. —Lansing, Mich —Oakland, Cal.—Terento, Canada 


























“((Veicle: ul uC | | 
SHOP EQUIPMENT for 
BATTERY and ELECTRICAL SERVICE. 


Test Benehee * * Reetifiers © * Constant Petential Gattery Chargers ©  Cathes 
Battery Testers * * Miea Undercutters * * Grewiers 


4358 Roosevelt Road Chicago, Illinois 





Guaranteed 


OM ereesslestet-laleetetel ane k jeer) 
reer St sem steel > sel-teleloa Me) MB ots t 
Swedishsteel, Guaranteed toseal 
rons bholeltat-tele Ma teleg-l6b 1m elt ice elm 


abt eottet-tatel mest melttecbeltel Mmm elt ices! 
ry E-vom- tele Meevestosar ts tlee Melt made le 
properly installed. Write for 
details. 


The Wel-Ever Piston 
Ring Co., Toledo, Ohio 
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NEXT WEEK 


—is the time to read next week’s issue of MOTOR 
AGE, as you are reading this week’s issue this week 


Motor AGE 
Chestnut and 56th Sts. Philadelphia, Pa. 

















-LANDIS Shock Diffusers 


Now Ready for 
FRANKLIN, PACKARD, MARMON 
CHRYSLER IMP. 80, HUPMOBILE CEN. 8 


LANDIS ENG. & MFG. CO. 
AUTOMOTIVE DIV. WAYNESBORO, PENNA. 




















A waving red light is the universal danger 
signal. Here is a positive warning stop 
light, with positive profits. Write today 
for complete information. 





Model A-AA The 


for ILER ELECTRICAL MFG. CO. 


Passenger Cars 5103 Lakeside Avenne, Cleveland, Ohio 














je Neil's 


Rewound Armatures 
NEIL ARMATURE CO. 

















PISTONS 
FITTED WITH PINS 


Arrow Head standards are the same for both 
t and replacement. The motor’s 
reputation in the field must be carefully 


maintained. 
ARROW HEAD STEEL PRODUCTS COMPANY 
Buffalo Minneapolis, Minpesota Chicago 





Axle and Drive Shafts 











MONocRA 
Radiator Caps 


GEAR SHIFT BALLS, ORNAMENTS 


THE KINGSLEY-MILLER COMPANY - CHICAGO 
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| Valve Face 


a Grinding Machine 


No. 620 refaces valves of any angle, with stems of %4” 

to 1%” diameter. Sioux Roller Chucking System assures 

amazing accuracy and speed. Net price complete, $145.00. 
Your Jobber Sells It. 

ALBERTSON & CO. 


Sioux City, Ia., U. S. A. 


as 





CLOSE OUT 


12,000 PRS. TIRE CHAINS 
MUST BE SOLD 


No Reasonable Offer Refused for the Entire Lot or for Substantial 
Portion. If interested, write fur list of Sizes. 


EASTERN SALES COMPANY 























120 ARCH STREET PHILADELPHIA, PA. 
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November 8, 1928 


MOTOR AGE 63 
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MOTOR AGE 


November 8, 1922 











© DRILLING ..N©O REELS..NO CABLES.. 


. 


‘Y ov find Hot-Heds on Fords, Rolls 
Royces, all cars. Enthusiastic owners 
are selling their friends. Customers 
see the Hot-Hed and say, “I want 
this.” Ding! Your cash register rings 
up another nice profit. 

-. So simple! The owner. tightens one 

















Christmas haa are available on Norm Hotes 


thumbscrew, fastens one wire end, 
and his Hot-Hed is installed. To use it 
he presses in, snaps off, lights up. A 
car full of passengers can light up at 


“one tame: , 
No wonder Hot-Heds sell like hot Ba 
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Installation 
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TROPIC AIR 
Automobile Heafer 


For Passenger Cars, 
Motor Buses and 
Taxicabs 


Many dealers are actively seeking more 
profitable accessories to sell this winter. They want 
‘“‘sood profit”’ items with a wide market. They have 
found what they wanted, in Tropic-Alire. 


Patent Numbers: 
1581761 
1668490 
1668491 








Our national selling program is telling car owners 
about this dependable hot water heater that gives 
winter driving comforts never before known. 


With the first cold snap these motorists will become 
customers for Tropic-Aire. When you satisfy your 
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~~ . local market for this great heater you’ll write your 
sale and installation profits in four or five figures! Get 
T acquainted with Tropic-Aire Write for our liberal 
or those discount proposition and details of our national sales 
who dont program. 
go south “ 


Tropic - AIRE, INC. 
= 1030 RAMSEY ST.N.E., Minneapolis, Minn. =a 
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Offers You Great Profits 





=e never has been anything in Chrysler 
history to approach the enthusiastic accept- 


ance of the new Chryslers—“75” and “65”. 


Even Chrysler’s greater production is now just 
beginning to catch up with the demand. 


It is obvious that the popularity of the new 
style that re-styles all motor cars indicates a 
huge volume of business for Chrysler dealers. 


This may be your opportunity to ally your- 
self with the never-more-popular Chrysler. 
You owe it to yourself to find out. Wire, 
write or telephone. Your communication will 
be held in strictest confidence. 





CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LIMITED, WINDSOR, ONTARIO 






































